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STOP! 


LOOK! 


LISTEN! 





When the danger signal rings, the one who escapes 
injury is he who obeys the injunction to “Stop— 
Look—Listen.” 


This is surely the time for the Life Insurance Com- 
panies and other investors to hearken to that command. 


To preserve and perpetuate the safety and integrity 
of these great institutions, it is the supreme duty of 
the managers to place their surplus funds where abso- 
lute safety is assured. 


Some of the leading Old Line Life Insurance compa- 
nies have already during the recent critical years 
given preference to 


—Farm Mortgages— 


until today the Life Insurance Companies own about 
one fourth of the entire output of farm mortgages in 
the country. 


During the war—during the great financial panics— 
during every acute industrial depression, the farm 
mortgage has proven itself the ONE dependable secur- 
ity which has always been worth par. 


Why invest in anything else? 


We have sold farm mortgages for 36 years to some of 
the most conservative life insurance companies, hold- 
ers of trust funds and discriminating private investors. 


Our superior service means your full protection. 


SEND FOR BOOKLET 


The F. B. Collins Investment Co. 


Paid Up Capital, $500,000—Surplus, $50,000 
OKLAHOMA CITY, OKLA. 


Sales Office, 727 Monadnock Block, Chicago 











T year; 15 cents a copy. 
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Some Strong Selling Points Are Brought Out 


CONNECTICUT MUTUAL MEN IN THEIR CONVENTION PRESENT PLANS AND ARGUMENTS FOR 
LARGER SERVICE IN LIFE INSURANCE WORK 


INTERESTING PROSPECTS AND RENDERING A 


RIDAY and Saturday the sec- 
F tional meeting of the $100,000 and 

$200,000 Club members of the 
Connecticut Mutual Life met in con- 
vention in Cincinnati. 

The opening address of James Lee 
Loomis, vice-president, was a masterly 
presentation of the fundamental rea- 
sons for such conventions. He gave 
six particular advantages which those 
attending should realize. These were, 
first, the necessity of all field men to 
obtain a real vision of life insurance; 
second, an opportunity to gain an ap- 
preciation of the rights of the public 
to the service which life companies had 
to offer. Mr. Loomis said that the 
public had a right to expect that a 
definite standard of ability and integ- 
rity be established in connection with 
both the agency forces and the com- 
pany. 

Obligation of Company 

Third, to appreciate the obligation 
of the company to meet the insurance 
needs of the public, which consisted 
in the first place of conserving inter- 
ests of the present policyholders in 
every possible way and again to get 
the service which it was rendering to 
as many of the uninsured people of the 
country as possible. 

Fourth, to understand the power of 
organization and its benefit, which 
power Mr. Loomis contended was 
largely in the keeping of the field forces 
of any company. 

Fifth, to gain a realization of the 
need of education in order for the 
agent to effectively present the life in- 
surance proposition and to insure a per- 
manent success. Mr. Loomis stated 
that in his mind there was a definite 
obligation resting upon every company 
to give to its agency forces the most 
complete and intensive education, both 
in insurance practices and in salesman- 
ship, which it was possible to devise. 

Sixth, by such conventions, agents 
could best realize the unexampled op- 
portunity which now exists when every 
current is in favor of the agent and 
when life insurance has worked into a 
new position in the estimation of the 
public, 


Home Office Conditions 


The second half of Mr. Loomis’ 
peoer was devoted to a remarkably 
ank outline of the conditions of af- 
fairs at the home office, including a 
very detailed statement of the meth- 
ods used in the purchase of bonds and 
in the loaning of money on mortgages; 
the abnormal mortality among appli- 
tants for large policies from $25,000 to 
$100,000; a review of the elements af- 
fecting ‘lapsation, in which discussion 
Mr. Loomis prophesied that some of 
the business which had been written 
during this period will undoubtedly 
be tempted to lapse. 
H. H, Steiner Speaks 

Following Mr. Loomis, H. H. Steiner, 
superintendent of agencies of the com- 
pany, spoke upon the general condi- 
tions in the field, emphasizing particu- 


larly the remarkable expansion of the 
agency plant of the company. Mr. 
Steiner stated that 162 new full time 
men had been added to the agency 
force from the first of the year up to 
September, 1920. During the same 
period 278 new part time men had been 
contracted with. 

A very graphic picture of the increase 
in production was gained in the state- 
ment of Mr. Steiner that in 1918 there 
had been 15 members of the $100,000 
to $200,000 Club, in 1919, 44 members, 
and in 1920, 81 members, and that in 
the last club year the average produc- 
tion of the members of this club was 
$311,000. 

A new spirit, according to Mr. 
Steiner, animates the company and a 
fixed determination to expand the 
agency department just as rapidly as 
new and satisfactory men could be 
found. 

Harry F. Gray, assistant superin- 
tendent of agencies, then spoke upon 
the objects which were expected to be 
attained through the program which 
had been arranged. Mr. Gray gave a 
bird’s eye view of the program and told 
something of the speakers. 


G. F. Fricker’s Address 


G. F. Fricker of Cleveland had as a 
topic the “Best policy for a man, age 
32, with a wife and two children, whose 
income | is from $4,000 to $6,000 per 
annum.” 

Mr. Fricker stated that to his mind 
the ordinary life policy so often advo- 
cated did not fill the bill on account 
of the fact that it did not furnish 
proper old age protection, even though 
the policy was cashed. He stated that 
even though the paid-up or cash value 
options might be taken advantage of, 
these were comparatively so small in 
proportion to the face of the policy that 
the psychological effect upon the pros- 
pect would be bad and the funds so 
available might not be sufhc1ent to take 
care of his needs. 


Long Term Endowment 


He advocated a policy which could 
be paid up during the early years, and 
he said that in a great majority of cases 
the annual premium endowment at 65 
and 70 was in his mind the best. Occa- 
sionally, where it was desirable to make 
a policy paid-up as soon as possible, 
a 20-payment endowment at 75 could 
be substituted. He especially advocated 
selling so-called “Endowment Series” 
whereby a man could secure for him- 
self several endowment policies insur- 
ing at, say, ages 60, 65, 70 and 75. 
Even if it were not possible for him 
to purchase all of these at one time 
to furnish a program which could be 
carried out as his earning power in- 
creased and the adoption of such a plan 
serve to tie up the prospect to the 
agent recommending it. 


Palmour on the Program 
The next topic, “Best policy for a 


man, age 32, with a wife and two chil- 
dren, whose income is $10,000 or more 


per annum, was effectively handled by 
O. Palmour, general agent of Atlanta, 

Mr. Palmour stated that any cor- 
rect form of insurance should take care 
of five contingencies: First, replace- 
ment of earning power removed by 
death; second, protection against dis- 
ability; third, , otection against old 
age dependency; fourth, a provision to 
relieve against temporary emergencies, 
and, five, guarantee of an income for a 
period at least long enough to secure 
the education of children and until they 
themselves could be put upon an eco- 
nomic producing basis. 

Divides Prospects in Two Classes 


Mr. Palmour said that from the 
standpoint of the solicitor all prospects 


could very well be divided into two 
classes. ‘Lhe first class consisted of 
those who spend everything they 


earned and the second class those who 
do not but are more thrifty in their 
habits. For the first class, Mr. Pal- 
mour very strongly advocated the pre- 
sentation of a 10 payment endowment 
at 65, with a provision to take care of 
the children up to the attainment of 
majority. ‘he appeal to this man 
should be solely based upon that fea- 
ture of the contract which would guar- 
antee to him certain definite promises 
in his old age. Such a man is in- 
terested in what he is going to get 
more than in leaving a competency for 
his family. 

In the case of a man belonging to 
the second class, a more thrifty per- 
son, Mr. Palmour’s advice was to find 
out how he is planning to take care of 
his future. Gain his confidence, sug- 
gest the guaranteed income option for 
the education of his children or a per- 
manent income for his wife. Build 
up for him, an insurance estate. Give 
him household and expert advice in re- 
gard to the protection of his business 
and the provision of inheritance tax. 
Such a man will appreciate this in- 
terested service. 


Need of Old Age Money 


The next topic was “How to im- 
press upon the mind of the prospect 
his need for insurance under the old 
age protection plan.” A. J. Chase of 
Toledo, R. S. Caulkins of Cleveland and 
Scott Pierce of Cincinnati were as- 
signed for this discussion. Mr. Chase 
said that in his case the most effective 
method had been the emphasizing of 
endowments at 60 and 65 with de- 
ferred annuities and the disability in- 
come provision. 

Mr. Caulkins outlined quite definitely 
a plan which had met with considerable 
success in his own town. He empha- 
sized the importance of ‘the approach 
and suggested that upon first examining 
the prospect the following form will 
prove most effective: “Mr. Jones, I 
want to show you a brand new idea. 
It is a series of old age endowments.” 

He said that this aroused the curios- 
ity of the prospect long enough to 
make him stand still while he pulled out 
from his pocket a sheet of paper and 


a pencil. Mr. Caulkins immediately 
followed up his first approach by writ- 
ing down on the paper before the man 
the following figures: 
$ 2,000, endowment 
2,000, endowment 
3,000, endowment 
3,000, endowment 


at 
at 
at 
at 


age 
age 
age 
age 


$10,400, Total 


Mr. Caulkins then immediately be- 
gan to emphasize the condition of men 
at age 65, as represented in the well- 
known American bankers’ figures. 


Starts a Discussion 


were offered that 
such a plan “would cost too much,” 
Mr. Caulkins would ask if the pros- 
pect had any 20 payment life policies 
in his box, Generally he receives an 
affirmative reply . His answer then 
was the average rate for these four 
forms in less than the average of the 
20 pay life policy. This generally 
started a discussion of the advantages 
of the long endowments which served 
to effectively interest the prospect. If 
the $10,400 should be too much for 
the prospect at hand, the suggestion 
was made that he take a part of it 
now but plan to put the series into 
force just as soon as possible. Mr, 
Caulkins said that it was wise, in- 
variably, to talk income settlement in 
connection with these old age pension 
plans. 
Value of Bankers Figures 


If the objection 


Mr. Pierce emphasized also the value 
of the American bankers’ figures at 
age 65 and stated that the two most 
important motives on which to play 
were those which were universally ac- 
tive in the life of every prospect, 
namely, the desire to protect his fam- 
ily and to prevent his own dependency 
in old age. In writing, a suggestion 
was made by Mr. Pierce in advocating 
that a father insure his son in his own 
behalf, making a premium fall due in 
December, the son to pay the premium 
preferably by doing some useful work 
during the summer vacation period. He 
said that fathers were often struck with 
the value of this plan in serving to 
bring the son under effective disci- 
plinary measures during his early 


years. 
Savings Bank Method 


Mr. Pierce shows that the savings 
bank as a method of saving for old age 
is a failure in a great majority of cases, 
on account of ever present temptation 
to invest or spend the funds. This is 
a threadbare but ever effective argu- 
ment in selling old age protection. 

Following Mr. Pierce, H, A. Smith 
of Louisville discussed the topic of 
“How to impress upon the mind of 
the prospect his need of a sum to 
guarantee an education for his chil- 
dren.” Mr. Smith was formerly a 
school teacher and said that he believed 
that selling life insurance involved ex- 
actly the same principles as teaching. 
He said that after all we had to do was 
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to “work and talk.” He said that ordi- 
narily the agent took his prospect too 
seriously and that more prospects can 
be laughed into insurance than can be 
argued in. He said that the need for 
education had been demonstrated dur- 
ing the war and that the response of 
the army to the opportunities offered by 
Uncle Sam was remarkable. 


Educational Fund 


Mr. Smith said one of the most ef- 
fective ways of driving home this argu- 
ment was to show lists from Who’s 
Who publication. Point out the num- 
ber of these men who have been col- 
lege graduates and the percentage of 
such who have had a high school and 
college education combined. He sug- 
gested that the agent get the prospect 
to talk himself, asking him whether 
there are any opportunities which he 
could have taken advantage of if he 
himself had had a better education. 

Begin at once by asking his father 
where he intends to send his son to 
college. Such a question gets into the 
heart of the discussion immediately 
and make, if possible, an estimate of 
what such a proceeding will cost. 

Get the prospect to talk about his 
own business; his struggles; his fail- 
ures. Such a discussion will lay the 
foundation splendidly for an argument 
in favor of education. Mr. Smith 
closed by saying, “Let the prospect do 
the talking but you do his thinking.” 


H. T. Saunders Speaker 


The next subject assigned was busi- 
ness insurance, which was very ably 
handled by H. T. Saunders, general 
agent of the Connecticut Mutual in 
Cincinnati. Mr. Saunders said that 
he wished to give to the convention 
what he believed to be the point of 
view of the average proprietor, repre- 
sented by the general manager of a 
large corporation. He stated that such 
men recognize the necessity of all sorts 
of indemnity, such as burglary insur- 
ance, liability insurance, fire insurance, 
etc. He suggested that the agent hitch 
up at once with this habit of mind on 
the part of his prospect and show him 
how much more important it was to 
protect a life asset which was bound 
to be destroyed rather than the other 
dangers of loss which might never ma- 
terialize. Mr. Saunders suggested that 
in every case a successful business man 
would respond to the argument that 
he did not want the concern to whicn 
he had given the best years of his lite to 
fail after his help and management had 
been removed by death. Even with- 
out considering the protection which 
was due his family the man possessed 
a certain pride in the institution he 
had helped to build and would seri- 
ously consider any reasonable expen- 
diture which would insure the perma- 
nency of that institution. 


John Wanamaker’s Statement 


He stated that he used with great 
effectiveness the statement of John 
Wanamaker to the effect that “Busi- 
ness is not a matter of machinery, it is 
not iron or steel, it is men.” He used 
also the statement of Mr. Wanamaker 
that if it had not been for the loan 
and cash values in his life insurance 
policy he would not have been able to 
erect the magnificent building which 
housed his business. He needed money 
in order to complete his plans and he 
could not have obtained it elsewhere. 

Mr. Saunders pointed a very effective 
moral to his tale by reciting the case 


of his own brother who had been able | 


to build up a splendid fortune on the 
few hundred dollars which he had been 
able to borrow on his life insurance. 
Mr. Saunders insisted that in selling 
business insurance it was necessary to 
present a concrete proposition. He 
stated that very often it was advan- 
tageous to simply put the proposition 
up in this way: “Mr. you can 





obtain $100,000 worth of insurance for 
$3,000 a year (quoting life rate). 
Wouldn’t you be willing to put on an 
extra man if you knew that within a 
certain definite period he would be 
worth $100,000 to your concern, espe- 








PRIDE IN YOUR WORK AND YOUR COMPANY 


By B. N. Mills, Publicity Manager, Bankers Life of Iowa —_———___— 





It is my desire to foster the pride 
which I know you all have in your 
work and in the company you work 
for. This sort of pride is not hard and 
shallow and vainglorious. It is the 
pride of vision and service and that 
pride is akin to humility. The idea is 
admirably illustrated in an incident 
which comes down from the time of 
the rebirth in arts and letters which 
followed the dark ages. Emerging from 
the shadows of mediaeval times, the 
soul of the people at first found its chief 
expression of new life in the building 
of wonderful temples to the Christian 
God. A great king was once inspect- 
ing the construction of one of these 
temples. Approaching a_ stonecutter. 
he said: “What are you doing here?” 
and the man said, “I am cutting this 
stone.” To a mason he addressed the 
same inquiry and the mason said: “ 
am laying this wall.” And the king 
saw a humble labourer who was carry- 
ing materials and he said: “What are 
you doing here?” and the man replied: 
“I am helping to build this cathedral.” 


That man had the pride of vision and 
service, he felt even his lowly part m 
creating something rare and beautitul. 
He pictured the finished spires, the 
lofty nave, the lordly arches, the out- 








line of a wondrous building against a 
sunset sky. There is no truculence in 
a pride like that. It is humble be- 
cause it is based on the thought of 
service and heip. 

* 


Such is my conception ot the pride 
which life insurance salesmen have in 
their work. They are building up 
structures of far greater charm and 
beauty than those which were created 
by the master artisans who reared 
cathedral towers. They are building 
spires of happiness for little children, 
walls of security for widowed women, 
and foundations of contentment for 
men and women who reach the autumn 
of life. They are building toward a 
nobler race because men are ennobled 
when they forget narrow selfishness 
and give themselves up to the thought 
of sacrifice for the sake of those they 
love. 

* * * 

A rich man may say that he makes 
no sacrifice, but there is no man carry- 
ing life insurance protection who does 
not give up some selfish, worldly 
pleasure of some kind for the sake of 
those who may mourn at his bier. The 
beauty of the life insurance thought 
is that it brings greater happiness to 
a man than any other can bring. 








cialy if you had to pay him such a 
moderate salary?” 
Getting Prospects Interested 


Methods of getting a prospect in- 
terested in life insurance were taken 
up. M. C. Hayes of Chicago and C. A. 
Wolfram of Cleveland were assigned, 
“How to impress upon the mind of the 
prospect his need for life insurance 
through Interest Income and Instal- 
ment Settlements.” 

Unfortunately, illness of Mr. Hayes’ 
family made it impossible for him to 
attend the convention, but Mr. Star- 
garten of Chicago took his place. Mr. 
Stargarten advocated very strongly the 
preparation of a brief outline of the 
service offered by the income instal- 
ment settlement, putting down the 
whole outline on several small sheets 
of paper which the prospect’s eye could 
readily follow. Five small pages usu- 
ally sufficed to obtain all of the data 
necessary. On the first page was 
stated the amount of the income and 
the number of years for which it was 
guaranteed as $100 for twenty years. 
The second page contained a summary 
of the total income which might be 
paid upon the basis of the normal in- 
spectancy including in this the interest 
dividend. 

On the third page Mr. Stargarten 
shows the cash values at ages 35, 45, 55 
65, all of which are guaranteed, and 
then on the fourth page was an outline 
of the deposits necessary to obtain this 
service. The premiums were reduced 
to a brief statement. 


Temporary Term Insurance 


The next topic under discussion was 
“How to impress upon the mind of 
the prospect his need for life insur- 
ance by use of temporary and initial 
term insurance.” This was handled by 
H. S. Wilheit of Atlanta and J. E. 
Perry of Louisville. Both of these men 
advised the use of the initial term in- 
surance only as a last resort or as a 
means of bringing a man to his goal 
when it was impossible for him at the 
present time to pay premiums on a 
permanent form. 

A. S. Dempsey of Chicago and E. H. 
Saulson of Detroit conducted a very 
effective demonstration of an interview 
involving the subject of “How to im- 
press upon the mind of the prospect 
his need for life insurance as family 
protection.” 

The afternoon session closed with a 
discussion by W. Eager, general 
agent Huntington, W. Va., and J. G. 





Pinson of Detroit, on the subject of 
“Closing on first interview” and an 
excellent address by W. H. Harrison, 
general agent of Louisville on “The 
agent’s obligations to the public.” 


Mr. Loomis on Taxation 


The second day opened with a mas- 
terly address by James Lee Loomis, 
vice-president of the company on 
“Taxation—Its bearing on life insur- 
ance.” 

Mr. Loomis’ paper is so exceedingly 
valuable that this publication will be 
printed entire at an early date as soon 
as certain revisions have been made 
by the author which will permit of its 
general circulation. Following Mr. 
Loomis, Harry F. Gray, assistant su- 
perintendent of agents read a very in- 
teresting paper on “District Agency 
and Agency Supervisory Work in 
the Connecticut Mutual Organization 
Plan.” Mr. Gray outlined with re- 
markable precision and completeness 
the extensive plan of the home office 
for the development of the agency sys- 
tem. He said that the three great 
lines of development would proceed 
upon organization, equipment, and 
knowledge of the work. The policy 
of the company will not be to open 
up new territory until the present ter- 
ritory has been thoroughly developed. 


Will Split the Territory 


It will probably be the plan of the 
company to extend the number of its 
general agents and district agents by 
splitting up the present allotments into 
smaller territories and rather than ex- 
tend the number of the general agents 
he announced that the company had 
come to the conclusion that expense 
could be saved by restricting the num- 
ber of appointees as general agents, 
but by increasing the number of dis- 
trict agents. Agency supervisors would 
be installed where the territory of the 
general agent and the number of men 
under contract with him were so large 
that the men could not receive his per- 
sonal supervision. In such cases the 
supervisors would be appointed by the 
general agents and their duties would 
consist of making contracts with new 
men and conducting their training. 

He stated that the policy of the com- 
pany would be invariably to select the 
new district and general agents and 
supervisors from its own field forces 
and that he hopes that the day would 
soon come when the definite announce- 
ment could be made that no vacancies 





would be filled in the agency plant out- 
side of the forces of the company itself. 


Max Lindauer Speaks 


General sales topics were taken up, 
the first being the “Selection of Pros- 
pects” by Max Lindauer of Chicago and 
B. A. Ford of Detroit. 

Mr. Bindauer is one of the largest 
personal producers and most prominent 
of the company’s forces, and his paper 
was exceedingly amusing and helpful. 

His greatest success in obtaining new 
prospects came from cultivating closely 
a personal acquaintanceship and estab- 
lishing confidence among attorneys. 
His method is to call upon these at- 
torneys and cultivate them in every way 
possible, showing them tactfully and 
deftly how little they really know 
about the specialized branches of life 
insurance particularly the inheritance 
tax and business insurance department 
then suggesting that the attorneys call 
him in at any time in case they should 
desire any facts which he might have 
at his command. He said that in nu- 
merous instances attorneys had called 
upon him and that he had not only 
written them, but had also written the 
clients to whom advice was given at 
these conferences. 


Intensive Cultivation Plan 


Mr. Ford was a new man in the busi- 
ness and illustrated very pointedly the 
advantage of intensive cultivation. Mr. 
Ford had come to Detroit a stranger, 
but by making a map of his neighbor- 
hood and making it his business to cul- 
tivate every possible prospect within 
a limit of a mile of his home he has 
written a very large business. He de- 
veloped a real neighborhood spirit and 
successfully used a series of letters 
for the preparation of the interview. 
Each: day he obtained lists of new 
babies born in the neighborhood, list 
of marriage licenses and births. 


Systematizing Day’s Work 


“Systematizing the Day’s Work” was 
discussed by H. F. Fuller of Detroit, 

B. Rosenbau of Cleveland, and C. 
C. Brumbaker of Indianapolis. Each 
of these men in a different way laid 
particular stress upon the value of 
keeping a accurate record of prospects, 
having a regular time in the noon and 
in the evening of visiting the office 
so that prospects or policyholders 
would be able to find them at stated 
periods and especially the value of 
some sort of self analysis and self 
checking which would keep the agents 
constantly at work. The main thing 
and the one which was most empha- 
sized in these talks was the great dan- 
ger of loss of time and the necessity 
of an agent so arranging his calls and 
interviews that his capitol could be 
properly saved. 


H. M. Holderness Speaks 


H. M. Holderness, agency corre- 
spondent, presented a magnificent pa- 
per on a extensive plans which the 
company is now formulating to fur- 
nish to its field men the most complete 
service which it is possible to devise. 
This will include the educational 
course, the sales book, new and effec- 
tive advertising material prepared by 
a New York expert, monthly builetins, 
methods of saving time and furnishing 
equipments, methods of securing pros- 
pects, changes affecting life insurance, 
decisions of the Treasury department 
regarding income and inheritance taxes, 


a general review of the economic an 


financvial situations which effect life 
insurance from time to time, etc _ 

Following H. H. Steiner, superin- 
tendent of agencies, spoke on “Op- 
portunity.” This was an inspiring re- 
view of the special advantages which 
makes the present time the greatest 
opportunity for life insurance the world 
has ever known. 





It is not so much what you do as what 
you think that determines your success 
in life. If you think right you will do 
right and that is what spells “s-u-Cc- 
c-e-8-s.” 





Li 
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ALL BOSTON ACTIVITIES 
CENTER ON CONVENTION 





Life Men All Busy on Arrange- 
ments and “Prospects” Are 
Getting a Rest 


EXPECT BIG ATTENDANCE 





All Hotels Assigned and Transients 
Will Fare Badly—Good Enter- 
tainment Program 


BOSTON, MASS., Sept. 15.—The 
tremendous activity evinced on all sides 
by every local member of the Boston 
Life Underwriters in anticipation of 
the forthcoming 30th annual conven- 
tion of the National Association in 
Boston next week would seem to in- 
dicate that “prospects” are getting a 
breathing spell these days and if any 
business is being written it must be 
by supermen among the agents. 

The Boston life men are tremen- 
dously in earnest that the National As- 
sociation shall have a reception ade- 
quate to the great importance of its 
first visit to the city of its birth after 
30 years of wandering about the prin 
cipal cities. of the country and even 
into Canada. The Copley Plaza, which 
is the headquarters of the convention, 
was long ago assigned to its fullest 
capacity for the principal officers and 
guests of the convention. Nearly a 
dozen other large hotels in the imme- 
diate vicinity of Copley Square have 
been taken over by the committee on 
assignments and every room is en- 
gaged. Transients in Boston will fare 
badly during next week in Boston. 


All Working Together 


Efficiency to the nth degree is being 
shown in the preliminary work of 
preparation, just as it has been shown 
in the business-like program which was 
prepared under the direction of George 
Woodbridge. Company lines have all 
been wiped out in the united efforts to 
make the convention an epoch maker 
in the history of the association. 
Equitable and New York Life men are 
working together on committees with 
men from the John Hancock and 
Metropolitan Life, industrial and ordi- 
nary men are paired off, and all business 
is being forgotten in the last finishing 
touches for the great event. 


May Incorporate Association 


On Monday the executive committee 
of the organization is scheduled to meet 
and dispose of matters that have accu- 
mulated during the past six months. 
While these will be largely of a routine 
nature, two or three subjects of a 
special character are likely to come up, 
decision upon which will be awaited 
with considerable interest by the life 
underwriting fraternity. Not the least 
important of the matters awaiting at- 
tention is the proposed incorporation 
of the National Association. The or- 

nization is now and ever since its 
ormation has been a voluntary asso- 
ciation. The advantages of incorpora- 
tion are numerous and positive, and the 
strong probabilities are that such a 
course will be determined upon. A fed- 
eral charter will likely be sought. While 
this would require a special act of con- 
gress, it is not anticipated that any 
difficulty will be experienced in secur- 
ing it. A complete revision of the con- 
stitution and by-laws of the associa- 
tion will also be talked over, and may 
result in some action being taken. The 
matter has been in the hands of a 
Special committee for some time past, 
and presumably the committee will be 











TWO QUESTIONS 








ARE ANSWERED 











HE Pxoentrx Murvat Lire in its 
T question box answers two questions 

that come up from time to time with 
life insurance men. Agents therefore will 
read the replies with interest. The Phoe- 
nix Mutual presents the questions and 
gives the answers as follows: 

* * * 

1. Under our disability provisions the 
insured receives remuneration according 
to the terms of the contract. Are such 
payments to be treated as an income, and 
if so, taxed? 

The Federal Income Tax law provides 
that gross incomes shall not include 
amounts received through accident or 
health insurance or workmen’s compensa- 
tion for personal injuries or sickness plus 
the amount of any damages received 
either by suit or agreement on account of 
such injuries or sickness. According to 
this Section, any amount received under 
our disability benefits will evidently not 
be included as income subject to the tax. 

** * 


2. I have a prospect who is completing 
divorce proceedings. In the settlement 
which is being made he wants to provide 
for the payment to his wife of $200 per 


month upon his death so long as she shall 
live and remain unmarried. Can our 
Monthly Income policy be written with 
the above condition, so that upon her mar- 
riage the unpaid monthly incomes up to 
the number guaranteed in the policy will 
be paid to some other beneficiary? 

The question of providing incomes pay- 
able to the insured’s wife so long as she 
remains unmarried was investigated very 
thoroughly several years ago by a com- 
mittee of the Association of Life Insur- 
ance Counsel. This committee was com- 
posed of some of the ablest life insur- 
ance lawyers in the country and they 
unanimously agreed upon a recommenda- 
tion to the companies that such a pro- 
vision should not be put in any policy. 
We have felt that their judgment was 
sound and have followed it in our prac- 
tice. The chief reason for their decision 
was due to the diverse divorce laws of 
the various states. As an example we 
may state that sometimes a divorcee is 
prohibited from remarrying in the state 
where the divorce was granted so that a 
second marriage is invalid in that state, 
whereas in another state the second mar- 
riage may be recognized. 








ready to submit its findings at the 
meeting Monday. Save in a few minor 
particulars, the constitution of the Na- 
tional Association is practically that 
adopted in 1890, thirty years ago, and 
many of the members feel that in 
view of the vast changes that have 
taken place in life agency circles dur- 
ing the past three decades the time for 
a complete overhauling of both consti- 
tution and by-laws is peculiarly oppor- 
tune. 


Many Entertainment Features 


Many entertainment features are be- 


ing arranged. At the close of the first 
day’s session the visitors will be taken 
aboard a steamer for a sail down the 
harbor and out into Massachusetts 
Bay. Wednesday afternoon the ladies 
of the convention will be taken to the 
Colonial theater to see Raymond Hitch- 
cock and his company in one of the 
brightest musical shows of the season. 
Thursday afternoon the convention will 
close up the session early and there 
will be a pilgrimage to the shrines 
about Boston in private cars, motor 
busses and sightseeing cars. Harvard 
College, old Concord and Lexington. 
the V’avside Inn and other places will 
be visited. 

One feature is a list of short walks 
from the Copley Plaza. The visitor 
may pick up his paper and determine 
whether he wishes to devote ten, fif- 
teen or thirty minutes to a walk, or a 
full hour, and a variety of routes will 
be described, with every detail of direc- 
tion and all points of interest along 
the route. 

Banquet Wed 

Wednesday night comes the big ban- 
quet at the Copley Plaza and the ban- 
quet committee is elated to receive at 
the eleventh hour an acceptance from 
General Sir Arthur Currie, D.S.O., 
K.C.B., K.C.M.G., principal of McGill 
University and a former insurance man 
in Montreal, as one of the speakers. 
Commissioner of Insurance Clarence 
W. Hobbs will speak, also Counsel Job 
E. Hedges of the Association of Life 
Insurance Presidents and the presi- 
dent-elect. President J. Stanley Ed- 
wards will preside. 

The convention will be run strictly 
on time, which is daylight saving time 
by the way in Boston, an hour ahead 
of eastern standard time. In fact, 
some one has likened the convention 
to a session en banc of the Supreme 
Court of the life underwriters’ profes- 
sion. The speakers are to follow Su- 
preme Court practice. They are to 
make brief oral presentations of their 
pleas and arguments. These will be 





day Night 





supplemented by the written briefs of 





greater length, submitted to the mem- 
bers of the Supreme Court for consid- 
eration and decision, at their leisure. 


Minute Men Named 


President Edwards has personally 
indicated 75 leading life men of the 
country to serve as Minute Men of the 
convention, each to be prepared to 
speak one, two or three minutes on 
salesmanship. They will speak no 
longer and all will be given a chance. 

Capt. Leon F. Foss has been ap- 
pointed sergeant-at-arms of the conven- 
tion and he has appointed a consider- 
able staff to assist him in running the 
convention according to schedule. Seat- 
ing, ventilation and all similar matters 
will be in his hands, 

Merle G. Summers has had in charge 
the assignment of the sectional meet- 
ings and today announcement was 
made that Section A, “Selling Life In- 
surance to and by Women,” would 
meet in the Woman’s New Parlor at 
the Copley Plaza; Section B, “Indus- 
trial Insurance,” in the Convention 
hall; Section C, “General Agency Prob- 
lems,” in Huntington Chambers Hall, 
across the street from the hotel, and 
Section D, “Selling Plans,” in the 
Swiss Room of the hotel. 


Eleventh Hour Changes 


As always happens on such occa- 
sions, there are some eleventh-hour 
changes in the program, owing to the 
inability of some of the speakers to 
attend, and in additions of those 
thought unlikely to appear at first. F. 
T. McNally of Minneapolis is unable to 
open the income insurance topic Tues- 
day afternoon and J. W. Bishop of the 
Volunteer Life of Chattanooga, Tenn., 
will take his place. 

Wallace B. Donham, dean of the 
Harvard school of business administra- 
tion, will occupy the place assigned to 
a representative of the United States 
Chamber of Commerce in the first day’s 
program. 

There has also been a change in the 
program for the women’s program in 
Section A on Wednesday afternoon. 
Mrs. Florence E. Shaal of Boston will 
speak instead of Miss Grace L, Sickles 
of Washington, D. C., at 2:30 on the 
topic, “Making One’s Self an Under- 
writer.” Mrs. Grace Coleman Lathrop 
of Boston will appear at the 4 o'clock 
assignment, instead of Mrs. Shaal, and 
will speak on “Why Wives and 
Mothers Should Be Insured.” 

Wednesday afternoon, in Section C, 
at 3:15, John A. Stevenson, third vice- 
president of the Equitable Life of New 
York, will speak on “The Methods I 

(CONTINUED ON PAGE 4) 





ALL AMERICAN LIFE 
SPEAKERS TO ATTEND 





Secretary Blackburn Says Program 
Will Be Carried Out As Al- 
ready Announced 


NEW MEMBERSHIP BASIS 





Proposed Change in Constitution To 
Be Acted Upon by Convention 
at Kansas City 





OMAHA, NEB., Sept. 14.—Arrange- 
ments for the annual meeting of the 
American Life Convention, which be- 
gins its three-day session at Kansas 
City on Sept. 22, are practically com- 
pleted, according to T. W. Blackburn, 
secretary and counsel of the Conven- 
tion, who is busy at his Omaha office 
making last-minute preparations for 
the sessions, 

The Convention has at this time 130 
members with the prospect of 131 on 
the day of the opening session at Kan- 
sas City—the largest membership in the 
history of the organization. 

Among the subjects for discussion 
this year will be that relative to a uni- 
form double indemnity and disability 
claim, which promises to be the out- 


standing feature of the legal section's 
session, 


Amendment to Constitution 


Another topic which is expected to 
create a very general interest is the 
new proposed amendment to the con- 
stitution relating to the basis for mem- 
bership. 

The amendment (which is to Article 
III), makes that article read as fol- 
lows: 

Article III, “Upon the approval of 
the executive committee after full com- 
pliance with the by-laws in force at 
the date of the application, any regular 
life insurance company upon the legal 
reserve or old line plan, under the laws 
of any of the United States, doing busi- 
ness in the usual way through a field 
organization, may be admitted to mem- 
bership in the American Life Conven- 
tion; provided the applying company 
has ordinary life business in force at 
the date of its last annual statement of 
not less than $5,000,000 written upon 
the legal reserve form.” 


Increases Volume Required 


The amendment consists in adding 
after the words “United States” the 
words “doing business in a usual way 
through a field organization,” increas- 
ing the required volume of business to 
$5,000,000 and in striking out after the 
word “form” the words “and shall sub- 
mit with its application a certificate of 
solvency and good management from 
the officer of its home state who has 
charge of the insurance department of 
such state.” 

The Convention will vote upon the 
proposed amendment at the coming 
session. 


Will Consider Legisiation 


“Inasmuch as 44 state legislatures 
will convene in the first half of 1921,” 
said Mr. Blackburn, “probable legisla- 
tion, particularly that relating to taxa- 
tion, will doubtless receive considera- 
tion in the convention. 

“The program of addresses has not 
been changed and probably will not be, 
as every speaker has advised the sec- 
retary that he will be in attendance to 
present his paper,” said Mr. Blackburn. 
“The papers are limited to about twenty 
minutes each, with the end in view of 
giving the membership opportunity of 
discussing the topics presented. With 





the exception of that of J. C. Classen, 
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The Great National Life Insur- 
ance Companies are rendering a great 
service to a constituency. 


But when it comes to writing Life 
Insurance in Jndiana for Indiana 
folks, you want a company close to the 
people, a native, possessing the pecul- 
iar Hoosier flavor and whose manage- 
ment knows the local conditions. 


We study Indiana, county by 
county, town by town. We know 
what will appeal to one section and 
what to another. We are Indiana 
specialists. We are not interested pri- 
marily in other states. We are center- 
ing our efforts in Indiana. Our agents 
are closely related to our business fam- 
ily. We can get to any county-on 

















short notice. Every man 






in the organization is pull-. 
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company. 
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Crawfordsville, Indiana 
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THOMAS L. NEAL, 
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of the Peters Trust company, Omaha, 
the papers to be read have been pre- 
pared by the membership of the Con- 
vention, and it is anticipated that the 
discussions will therefore be _ espe- 
cially practical from the viewpoint of 
the organization.” 


Committee from Life Presidents 


The Association of Life Insurance 
Presidents will be represented by a 
committee of three, composed of j. V. 
E. Westfall, vice-president of the 
Equitable Life; Rich J. Mier, vice-pres- 
ident of the Pacific Mutual Life, and 
R. W. Stevens, vice-president of the 
Illinois Life. This, by the way, is a 
new departure. Hitherto, some in- 
dividual representative of the associa- 
tion has presented greetings to the 
Convention. 

Secretary Blackburn has been ad- 
vised that already 150 rooms have been 
reserved by those expecting to attend 
the meeting, which will be held at the 
Muelebach hotel. 


Banquet by Missouri Companies 


“The Missouri companies will tender 
a banquet to the Convention on Thurs- 
day evening, Sept. 23,” said Mr. Black- 
burn, “The members of the legal sec- 
tion will be guests of the Kansas City 
Bar Association for a dinner and dis- 
cussion on the evening of Sept. 21, at 
which Governor Henry J. Allen of 
Kansas will deliver the address. Daniel 
W. Simmons, counsel for the Lafayette 
Life and first chairman of the legal 
section, will preside.” 

According to late reports received 
here, a large number of ladies will at- 
tend the sessions, and the Kansas 
Cityans are making elaborate prepara- 
tion for their entertainment. 

The paper relating to the double in- 
demnity will be presented by George 
Graham. 

Inspections and Uniform Blanks 

“Another topic of general interest,” 
said Mr. Blackburn, “will be the report 
of E. G. Simmons, chairman of the 
committee on inspection bureau.” 

It is understood that the committee 
appointed by the medical section to 
prepare a uniform blank for medical 
examinations, will be represented by 
Dr. Henry Wireman Cook, chairman, 
and that he may submit the form of 
blank which the committee expects to 
adopt at its annual meeting next March 
in Excelsior Springs, Mo. 

“To date,” said Mr. Blackburn, “I 
have heard no discussion as to possible 
candidates for president.” 


Pacific Mutual Men Meet 


R. J. Miller, vice-president of the Pa- 
cific Mutual Life; F. J. Steinbrey, super- 
visor of agency accounts, and James 
L. Collins, superintendent of the field 
service department, attended the con- 
vention of agents from Kansas and 
western Missouri, held at Kansas City, 
Sept. 9 and 10. Mr. Collins presided 
at the banquet Thursday evening. There 
were 24 agents at the convention. 
headed by W. P. Motley, general agent 
for western Missouri; R. Hersh- 
berger of Emporia, general agent for 
eastern Kansas, and O. F. Nelson of 
Newton, general agent for western 
Kansas. 


Holding Down on Loans 


MINNEAPOLIS, Minn., Sept. 14. 
—Loan agents of life insurance com- 
panies in the Twin Cities and at north- 
western points are receiving instruc- 
tions from some companies that they 
are placing no more loans at the pres- 
ent time and from others that they de- 
sire to cut down the usual amounts of 
money placed in this territory. 

This is a reflection of the general 
tightness of the present money market 
and the feeling on the part of financial 
managers of life companies that money 
must be for the present placed more 
carefully and that larger cash balances 
must be maintained at home offices. 


An average man is one who thinks he 
is away above the average. 





ALL BOSTON ACTIVITIES 
CENTER ON CONVENTION 


(CONTINUED FROM PAGE 3) 


Use in Selecting and Training Agents, 
instead of J. L. Shuff of Cincinnati. 


Burnet Replaces Hathaway 


In Section D, Wednesday afternoon 
at 2:30, Philip Burnet, president of the 
Continental Life of Wilmington, Del., 
will speak on “Covering a District,” in- 
stead of Fred C. Hathaway of Salt 
Lake City, who is ill. 

For Thursday at 12 o’clock, Presi- 
dent Edwards has appointed four sub- 
topic leaders to speak as follows: “The 
Paid Secretary Plan,” Clinton F. Cris- 
well, Cleveland, O.; “The Standard 
Program,” A. C. Eliason, St. Paul, 
Minn.; “Responsibilities of Local Offi- 
cers,” Joel T. Traylor, Indianapolis, 
Ind., and “Sales Congresses,” Orville 
Thorp, Dallas, Tex. 

There will be no “Firemen’s Muster’ 
badges for the delegates to labor under 
during the week. Small, neat buttons 
for the coat lapel will constitute the 
designation of delegates. The Boston 
members, who form a welcome com- 
mittee of the whole, will be known by 
a blue ribbon. Officers will have ap- 
propriate badges. 


WANT CONVENTION IN CHICAGO 


Some of the leading Chicago life men 
feel that the National Life Under- 
writers’ Association should hold its an- 
nual convention in the big western city 
next year. Ten years ago the national 
convention was held in Chicago and it 
was one of the most successful. Henry 
J. Powell of Louisville was president 
that year and L. Brackett Bishop, man- 
ager of the Massachusetts Mutual at 
Chicago, was elected the new presi- 
dent. Chicago is one of the great con- 
vention cities of the country, with 
ample accommodation facilities for any 
assembly. It is a central point and in 
every way is an ideal convention cen- 
ter. The place of the next convention 
is decided by the executive committee 
at its meeting the day before the an- 
nual convention opens. 

If the convention could be held im 
Chicago with Jules Girardin as presi- 
dent of the local association, as he was 
10 years ago, it would mean a repeti- 
tion of the success scored at that time. 


Reliance Life Agency Convention 


The Great Northern Department of the 
Reliance Life, embracing Minnesota, 
North and South Dakota, with offices at 
Minneapolis, declared a holiday among 
its field forces, on Sept. 4, by the attend- 
ance of Minnesota general agents at 4 
“get-together” meeting. 

General Manager E. G. McCormack and 
Angus’ Allmond, superintendent of 
agencies, western division, arrived for 
this special occasion, Mr. McCormack 
addressed the agents after luncheon, 
giving a general outline of the Reliance 
since its organization and the insurance 
value and service rendered to policy- 
holders by the Reliance Perfect Protec- 
tion Policy. Supervisor R. E. Irish spoke 
upon the plans for greater production 
during the final months of the year and 
the enlargement of the various general 
agencies due to the appointment of J. C 
Ellis as agency organizer. 

Following the Minneapolis convention, 
another meeting was held at Devils Lake, 
N. D., for all general agents in that 
state. Prominent among the representa- 
tives at that meeting were L. C. Wold, 
one of the star personal producers in the 
department, and Messrs. Pancratz and 
Keith of the Pancratz-Keith general 
agency from the northern part of the 
state. 


Move General Agency Headquarters 


An interesting move is being made by 
the Michigan general agency of the 
Mutual Benefit Life in the announce- 
ment that Johnston & Clark. general 
agents at Detroit, will transfer their 
state headquarters to Ann Arbor. Its 
present offices in the Bank of Chambers 
will be continued for Detroit loca! bus!- 
ness and the agents. who are working 
in Detroit. There are now 42 Detroit 
agents. 
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Reconstruction of Business 


that has ceased to be valuable to a 






















Companies, Agents, Policyholders and Beneficiaries =. ———— 
Every Life I 
company has some of this kind of business. 
Some has become paid up or extended. 
IN THE Some 1s involved in debt—SICK—and will 
Conservation eventually lapse. 
. _ Some is on the Deferred Dividend or Annual 
of Business —— a mig ies no chance of ply satisfy- 
ing the policy holders on account of the heavy 
We ARE mortality of the recent war and influenza and the 
R . increased cost of operation. 
epresenting All of these conditions cause lapses—loss of in- 
Companies come to the company and its agents, and consequently 
. expenditure of time by the agent and money-from 
with every surplus by the company for replacements. 
These lapses could be avoided by a careful 
ONE BILLION saving of the SICK business BEFORE it becomes 
of HOPELESS, and by giving the OLD policy- 
holder as good a policy asa NEW policyholder 
Insurance with every figure GUARANTEED. 






























The Otis Hann Company, Inc. 


This is a work for expert operators; men of actuarial ability, 
integrity and honesty of purpose, and cannot be successfully accomplished 
by correspondence or by movies. We have an organization with 
twenty years of experience; are representing many high class companies 
with combined business of over ONE BILLION of insurance and 
have rendered them a valuable service. We are revamping policies for 
all of them, at a profit to them and to their agents, who particularly 
appreciate our services. We would like to negotiate with you. 





10 South La Salle St., 
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The Prudential Insurance Company of America 
Forrest F. Dryden, President Home Office, Newark, N. J. 


Incorporated under the Laws of the State of New Jersey 
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Equitable Life Insurance Company 





JULY 1, 1920 
$237,665,071.48 of Insurance in force 


An Inciease of over Thirty-one Millions in six Months 





FOR INFORMATION, ADDRESS 


Home Office Des Moines, Ia. 
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A text book for beginners, a review book for experienced men, a book that every life insurance man should 
have—Jacob A. Jackson's ‘Easy Lessons in Life Insurance.”’ $1.00, including Quiz Book supplement. The 


| National Underwriter, 1362 Insurance Exchange, Chicago. 











CHANGES AT CARNEGIE 





G. M. LOVELACE IS PROMOTED 





Named as Director of Life Salesman- 
ship School—Charles J. Rockwell 
Joins Faculty 





PITTSBURGH, PA., Sept. 14.—An- 
nouncement has been made of the ap- 
pointment of Griffin M. Lovelace as 
director of the School of Life Insur- 
ance Salesmanship at Carnegie Insti- 
tut, succeeding Dr. John A. Stevenson, 
who resigned to accept a _ vice-presi- 
dency of the Equitable Life of New 
York. 

Mr. Lovelace has been connected 
with the school since its organization. 
He was educated at Vanderbilt Uni- 
versity and the University of Berlin 
and received his life insurance training 
in the most thorough school of all, 
that of experience. Starting as an 
agent for the New York Life, he rose 





GRIFFIN M. LOVELACE 


to the position of agency director and 
later was called to the position of 
assistant superintendent of agencies 
for the Connecticut Mutual in 1907. 
After acting in that capacity for two 
years he was made superintendent of 
agencies. 
Organized Course of Study 


In 1919, when the organization of 
the School of Life Insurance was first 
taken up, his name was immediately 
suggested as the man preeminently fit- 
ted to take charge of organizing the 
course of study. He was induced to 
accept this offer and by thus interest- 
ing himself in the educational work at 
Carnegie he became a pioneer in the 
training of life insurance field men. In 
addition to his organization work, he 
personally prepared the curriculum for 
the three subjects—principles of life 
insurance, functions of life insurance, 
and life insurance practice. 


Instruction in Salesmanship 


To take over the educational work 
in practical salesmanship which Dr. 
Stevenson conducted last year, the 
school has been most fortunate in 
securing the services of Charles J. 
Rockwell of the Edward A. Woods 
agency in Pittsburgh. Mr. Rockwell 
comes in the prime of life with a 
youthful enthusiasm which spells suc- 
cess for him in his new endeavor. His 
academic education fitted him for the 
career of law, but he became interested 
in life insurance and after a successful 
sales experience, the year 1912 found 
him a supervisor of the agency which 
he now represents. Three years later 
he was made instructor of agents and 
in 1919 was elected secretary of the 
agency and director of education. In 





addition to these activities, he has been 
a lecturer on life insurance at Penn- 
sylvania State College and is a joint 
author of the Woods Company’s cor- 
respondence course in salesmanship. 
Because of many years of successful 
experience as a salesman and because 
of his practical educational work in the 
largest life insurance agency in the 
world, he will bring to the school an 
ideal combination of the qualities essen- 
tial to the success of a man in this 
important work. 


The Psychology of Selling 


The name of Dr. Edward K. Strong, 
Jr., is a familiar one, both inside and 
outside of life insurance circles, be- 
cause of the character of his work in 
the past. Graduated from the Uni- 
versity of California in’ 1906 with the 
degree of B. S., he continued his post- 
graduate work until he had earned his 
M. S. in 1909. Columbia honored him 
with a Ph.D. in 1911 and from that 
year until 1914 he was a lecturer in 
applied psychology at the same insti- 
tutions. After a wealth of experience 
in the army and at various educational 














EDWARD K. STRONG, JR. 


institutions in the country, including 
the professorship of psychology at the 
George Peabody College for Teachers, 
he came to Carnegie as professor of 
vocational education and psychology. 
Dr. Strong, who is also the author of 
several publications on applied psychol- 
ogy, was here assigned the task of 
organizing a course in the psychology 
of selling which is now in use in the 
School of Life Insurance Salesmanship 
and which is generally considered the 
most scientific presentation of the prin- 
ciples of salesmanship which has ever 
been made. 


Indiana Returns Given 


Miles Shaeffer, actuary of the Indiana 
department, has compiled figures show- 
ing the premiums collected and losses 
paid by life companies and fraternals 
operating in Indiana during 1919. The 
figures, which will be incorporated in 
the report of the department to the gov- 
ernor, are shown below: 


Life companies (stock and mutual)— 
Net Premiums 
Collected Losses Paid 


Indiana com- 








panies ....$ 5,024,056.52 $ 1,407,340.58 
Foreign com- 
panies .... 22,913,837.03 9,614,302.78 
Te scone $27,937,893.03 $11,021,643.36 
Inc. over year 
| ee 4,974,346.45 3,010,024.57 
Fraternal Societies— 
Ind. Societies.$ 570,037.53 $ 348,213.31 
For'n Societies 2,871,679.92 2,235,805.22 
BOORE cccces $3,441,717.45 $2,584,018.53 
Ine. over year 7 
BD csxeeee 305,976.24 256,474.57 


Make this resolution every morning: 
I am going to make this day count 45 
never day counted before. 
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Often you have seen men point to a 
successful business man and say, “He got in on 
the ground floor.” 


The main difference between the man 
who has made this success and the others, is that 
he had the vision to realize the future of the 
ground floor job. 


Life insurance men of success are quite 
often such men. 


Ground floor positions exist today. 
with the Central Life for the men who can see, 
with us, the future of this company. 


Without a scandal behind it or a cloud 


ahead of it the Central Life of Illinois is acompany 
that men with vision are seeking and finding. 


The company has recently been admitted to the states of Michigan, Kansas and Texas and is 
desirous of securing on a general agency basis the services of one or two men who are well 
acquainted with the insurance business of these states, who have demonstrated organization 
ability coupled with character and standing and who are capable of handling large territory. 
There is a good position for the right man who wants to establish himself in a life job with 
a company that has over $30,000,000 of business in force and assets of $3,000,000 and 
one that has neither “a scandal behind it nor a cloud ahead of it.’’ We are not bidding for 
men satisfactorily established with other standard companies. Look us up in the “‘books’’ 
and if you can fill the specifications, write us. 

Doing business in Illinois, Missouri, Iowa, Nebraska, South Dakota, Minnesota, Michigan, 
Kansas and Texas. 


Central Life Insurance Company of Illinois 


H. W. JOHNSON, President S. B. BRADFORD, Secreta 
Ottawa : 


W. F. WEESE, Vice-President Illinois 
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Endowments as Business Builders 


Tue Provivent Lire & Trust is unique 
in the respect that except during the 
influenza year, 1918, it has paid to living 
policyholders in matured endowments 
an aggregate larger than the aggregate 
which it has paid in death losses. The 
Provivent Lire & Trust has long been 
the great exponent of the long endow- 
ment plan. This plan is recommended 
by the ProvipeNtT as a protection to 
one’s family during the period that he 
needs protection. As he reaches the day 
when he ceases to earn or his income 
declines his problem changes. The en- 
dowment matures to meet his changed 
needs. 

Wiitram S. Asnsroox, the agency 
secretary, in commenting upon the con- 
dition that confronts the agent at the 
time of a maturing endowment, gives 
some suggestions that are very valu- 
able to all agents that sell endowment 
insurance or that have cases of endow- 
ments maturing. Mr. ASHBROOK says 
that when a man receives his money 
it is usually a time for retrospect. He 
recalls the agent who wrote him, what 
the arguments were the agent used, 
some of the presentation statements, 
and feels satisfied and comfortable in 
the decision that he made to put his 
name on the dotted line. He wishes 
that he had taken out a larger policy. 
He sees that the cost has not been ex- 
cessive. He perhaps declares that if 
he had not paid this money for insur- 
ance, he probably would have spent it 
in some other way and would now 
have nothing to show for it. He is 
willing to say a good word for the 
company. Mr. AsHsrook then con- 
tinues: 


Figuring out the net amount which 
he has paid in and comparing it with 
the face of the policy which he is re- 
ceiving, he is emphatic in his approval 
of the financial result, and volunteers a 
willingness to recommend the company. 

This is all exceedingly valuable, but 
we are inclined to believe that the best 
type of agent can obtain something even 
more valuable still. What we have noted 
above is a fair résumé of the average 
conversation with a policyholder whose 
endowment is maturing. We have 
pointed out that it is largely retrospec- 
tive and reminiscential in its point of 
view. The right type of agent, how- 
ever, can get his client to talk not only 
of the past but of the future. He can 
get him to tell just what the policy 
means to him, now that he is sixty-five 
or seventy. 

Let us digress for a moment. The 
editor received a compliment the other 
day. One of the most successful agents 
in the Philadelphia agency came up to 
his office and told him in some detail of 
a case which he was canvassing. “Those 
are the facts,” said the agent, “but I 
haven't got the picture. Can you give 
me the picture so that I can give it to 


my prospect?” To get back to our sub- 
ject, what the agent wants when he goes 
to pay a matured endowment, is to get 
from the endowment recipient a picture 
which will be so vivid and so convinc- 
ing that he can use it to good effect 
the following morning when he is can- 
vassing a man of thirty or thereabouts 
who cannot visualize what the situation 
will be when he is sixty-five or seventy. 

It was Mr. Schwab who told his sales- 
men, “I don’t want you to sell a man a 
shipment of steel at a profit, unless he 
is going to get a profitable use out of 
it.” We don’t want to sell men endow- 
ments unless they can make a profitable 
use of them. And how are we going to 
find out about what use they can make 
of them? Are we going to theorize 
about it, are we going to guess, are we 
going to camouflage the vagueness of 
our ideas by the high soundingness of 
our exposition? No, there is a better 
way than that, and a way which lies 
open to our asking. 

You are talking to Mr. Smith, whose 
$10,000 endowment has matured. You 
have come to give him a check, and to 
get his receipt with the policy. It is a 
courteous service upon which you are 
engaged. Mr. Smith feels kindly to you. 
In a minute or two you can sketch your 
work persuading young men to insure. 
You can make him see how great a 
matter of concern it is to you that the 
advice which you give them shall be 
geod advice. He will understand that 
you want to give these young men a 
picture which shall be a true picture. It 
is no idle curiosity which asks permis- 
sion to question him. Nothing could be 
more impersonal than your reason for 
asking him to state what his plans are, 
what the money means to him, if he is 
willing to tell you what circumstances 
have arisen which make the maturity of 
the endowment peculiarly apt, and what 
type of investment he finds best adapted 
to his purpose. 

We are not trying to institute an in- 
quisition. We are not trying to elicit 
information which is none of our busi- 
ness. Quite the reverse. We are trying 
to explain our business of insuring 
young men, so interestingly and so win- 
ningly that our policyholder will want 
to help, and understanding the purpose 
for which it is intended, will volunteer 
the most useful information, recognizing 
the agent as a gentleman who would 
respect the confidence and would make 
only a proper impersonal use of it. 

We are not suggesting a novelty. The 
advantage of such information is ob- 
vious. Many of our agents have held 
such conversations, and have obtained a 
“picture” which has been of very great 
advantage to them. All that we are 
suggesting here is that the opportunity 
has been much greater in the aggregate 
than the advantage which we have 
actually gained from it, through our 
having failed to make our maturing 
policyholders appreciate how valuable is 
the information which they would will- 
ingly have given us, had the matter 
been properly explained to them. 





" Ir won’t make any difference where you 
begin if you have a definite goal and 
strive with all your might to reach it you 
will finish out in front. 


“When you start out in the morning 
do not look up the prospect farthest 
away first—you are sparring for wind 
and wasting your time!” 





PERSONAL GLIMPSES OF LIFE UNDERWRITERS 


W. M. Hudson, who has been con- 
nected with the literary department of 
the State Life of Indiana, has been 
placed in charge of the insurance 
courses of the Indiana University Ex- 
tension School of Commerce, which 
will open in Indianapolis Oct. 4. He 
received a master’s degree from Yale 
University in 1910 and has since taught 
in Cornell College, Clarke College and 
De Pauw University. The course in 
life insurance is intended for both offi- 
cials and salesmen and will cover the 
nature of risk, types of policies, mor- 
tality tables, premium rates, reserves, 
organization of life insurance com- 
panies, investments of companies and 
state regulation. It will be a part of 
the regular three-years’ course in com- 
merce. 


John J. Hosch, Milwaukee, Wis., 
general agent of the New York Life, 
was honored for the sixth consecutive 
time with election as vice-president of 
the Northwestern department at the 
recent annual conference of field rep- 
resentatives at Saratoga Springs, N. Y. 
Mr. Hosch’s production during the 
past year amounted to considerably 
over $1,000,000, in addition to surplus 
lines written in other companies. His 
district comprises Wisconsin, Northern 
Michigan, North and South Dakota, 
Minnesota and a part of Canada. 


Walter E. Schram of the “Eastern 


Underwriter” of New York will, on 
Oct. 1, join the staff of the “Weekly 
Underwriter” of that city, taking 


charge of the life insurance depart- 
ment. 

Danford M. Baker, vice-president and 
superintendent of agencies of the Pa- 
cific Mutual Life, who has been laid 
up for a number of weeks on account of 
an operation, is at Lake Tahoe recuper- 
ating. He expects to return to his 
desk in October. 


Benjamin Jacobson of Detroit again 
heads the agents of the Minnesota 
Mutual, his total production for August 
being $165,000. This makes Mr. Jacob- 
son’s seventh month at the top of the 
list out of the first eight months of 
the year. 

Four members of the Chicago Life 
Underwriters’ Association secured 42 
new members the other day on an in- 
tensive canvass. The checks for mem- 
bership dues were secured with the ap- 
plications. The successful quartet con- 
sisted of L. Brackett Bishop and E. C 
Platter of the Massachusetts Mutual, 
Herman Hintzpeter of the Mutual and 
George Hoffman of the Guardian Life. 


Edward P. Tice, of Tice & Jeffers, 
Southern Ohio managers for the Mid- 
land Mutual Life, has been elected 
president of the Columbus Chamber of 
Commerce. He is the first insurance 
man to be given that honor. Mr. Tice 
was graduated from Yale in 1906 and 
the same year entered the service of 
the Midland Mutual, formed that year, 
as assistant superintendent of agents. 
In 1909 Mr. Tice formed a partnership 
with Herman P. Jeffers, taking over 
the general agency of the Midland 
Mutual for 31 counties in Ohio. Mr. 
Jeffers also had been assistant super- 
intendent of agents of the Midland. 

The first year they were in business 
(1909) Tice & Jeffers did $1,000,000 
business; in 1919 it had grown to 
$4,000,000 and if the remainder of 1920 
keeps up with the first part, the total 
for 1920 will exceed $5,000,000. They 
have other agency connections beside 
the Midland Mutual. 

Mr. Tice is a member of the board 
of directors of the Athletic Club and 
has always been prominent in the work 
of the Chamber of Commerce and the 
Kiwanis Club. He is essentially an 














organization man and his friends pre- 
dict a great success for him in his new 
position. 


Rev. Daniel Berger, retired United 
Brethren minister and known as the 
father of the Sunday School literature 
of that church, died in Dayton, O., a 
few days ago. For the last six years 
Mr. Berger has made his home with 
J. H. Higgins, vice-president of Tue 
NATIONAL UNDERWRITER at Dayton. 
Mrs. Berger died six years ago and 
since that time Mr. Berger lived with 
Mr. and Mrs. Higgins. He was a noted 
Bible student and was one of a com- 
mittee of four men who originated and 
prepared the International Sunday 
School lessons. He wrote a history of 
the United Brethren Church. He was 
89 years of age at the time of his 
death. 


H. S. Standish, : Statistician of the 
Union Central in Chicago, is not 4 
political campaigner but is strongly 
opposed to the league of nations in its 
present form. Referring to Great 
Britain’s six votes in the league, Mr. 
Standish declares that the only trou- 
ble with the English and the Scotch is 
that they operate on the non-participat- 
ing plan. 

The entire superintendency force of 
the Metropolitan Life in the Middle 
Atlantic territory assembled last week 
at Atlantic City to extend best wishes 
and bid farewell to James A. Smithie, 
superintendent of agencies, because of 
his new assignment, and to get per- 
sonally acquainted with James A. Brad- 
ley, who has been transferred from the 
Southwestern territory. The new su- 
perintendent was introduced to the 
agents by his predecessor and was 
given a royal welcome. 

Benjamin Bosse, mayor of Evans- 
ville, carries life insurance amounting 
to $400,000. And Samuel L. May, pres- 
ident of the chamber of commerce, 
goes him $100,000 better, according to 
Will O. Ferguson, general agent of the 
Penn Mutual Life. May’s life is in- 
sured for $500,000, for which he pays, 
annually about $21,000. Mayor Bosse 
pays a total premium of about $18,000 
annually. This premium contrasts 
strongly with the tri-monthly payment 
of $6.55 he used to make on his first 
policy of $1,000 which just matured 

“He had to do some hard raking to 
get the proper change every three 
months to pay these early premiums on 
that policy about 20 years ago,” Fer- 
guson said. “Bosse is so proud of that 
policy he now has it framed.” 


Mrs. Robert R. Dearden, wife of the 
publisher of the “United States Re- 
view,” died a few days ago at her home 
in Philadelphia in her 75th year. Three 
years ago Mr. and Mrs. Dearden cele- 
brated their 50th wedding anniversary. 
Robert R. Dearden, Jr., the active man 
in the publishing company is a son. 

T. S. Ridge, Jr., of the Ridge Insur- 
ance Agency of Kansas City, is the re- 
cipient of a letter from one of the most 
prominent financiers of the middle west. 
which is of interest to insurance men. 
The letter was written to Mr. Ridge 
after its author had read a report treat- 
ing of insurance matters in St. Louis 
last year and stated his desire for addi- 
tional coverage. Following are the 
excerpts from the communication: 

The life insurance agent is pretty gen- 
erally admitted to be a nuisance—when 
he comes around to suggest issuing 4 
policy. He is not thus considered, how- 
ever, on such sad occasions as to make 
him the bearer of a draft in payment of 
a loss. Life insurance and all pertaining 
to it take on a different aspect then. 

The subject has always appealed to 
me as a very dry one, but my opinion 
lately has been altered. There is now 
for me much interest in the study 
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General Moses Cleveland 


Indemnity and Total Disability features. 











HE CLEVELAND 
LIFE INSURANCE 
COMPANY believes in the 
practice of intensive cultiva- 
tion. Instead of having its 
agency force scattered over a 
large number of states, many 
of which would be remote 
from the Home Office, its ac- 
tivities are centralized in six 
states, forming a compact ter- 
ritory composed of OHIO, 
PENNSYLVANIA, MICHI- 
GAN, WEST VIRGINIA, 
INDIANA and ILLINOIS. 
This is as fine a territory as 
you could select anywhere 
from the Atlantic to the Pa- 
cific. At this time an oppor- 
tunity is provided for ambi- 
tious, trust-worthy men _ to 
secure general agency con- 
tracts. 


The Company writes both 
Participating and Non-Partic- 
ipating policies, with Double 
Its policy equipment is com- 


plete, and service to agents is on as high a plane of efficiency as is 


humanly possible to sustain. 


The fall months of 1920 invite your best efforts during the present 
insurance year. The foundation for a CLEVELAND LIFE general 


agency in the months just ahead should bring handsome returns in the 


days to follow. 


For information regarding a General Agency in the above described 


territory, address: 


THE CLEVELAND LIFE INSURANCE COMPANY 


William H. Hunt, President 


Howard S. Sutphen, 


Vice President and Manager of Agencies 


CLEVELAND, OHIO 


H. M. Moore, 
Secretary 














10 THE 


NATIONAL 


UNDERWRITER 





September 16, 1920 











We have passed the 


HALF-BILLION MARK 


With over $530,000,000 of 
insurance now in force 


BANKERS LIFE COMPANY 


DES MOINES 


GEO. KUHNS, President 








AMERICAN NATIONAL INSURANCE COMPANY 


of GALVESTON, TEXAS 
W. L. MOODY, JR. : 


FIFTEENTH ANNUAL STATEMENT 
December 31, 1919 


ASSETS 
Real Estate Owned............. $ 884,324.41 
plortonge Loans, First Liens.. 3,091,830.79 


; President 


LIABILITIES 
Net Reserve American Experi- 


ence 3 and 3% per cent....... $5,743,808.08 





Loans ade to Policyholders Special and Contingent Reserve 226,521.59 
on Company’s Polici 651,057.17 wg — 1 yet in Process of Ad- 
PE  asunsacanwe 1,589,468.02 j= § justment ..........ccceccceccees $2,029.75 
Collateral Loans. 32,600.00 alt'« oy ‘Liabilities TE 100,120.13 
Certificates of Deposi 46,679.22 Capital Stock.......... 
Cash in Banks.............. 690,373.70 Assi pes Funds....... 185,842.40 
Interest Due and Accrued..... 157,631.02 DD  sccstenesqneses - 757,464.42 
Net + gg and Uncollect Sursius = dh to 
DD scuserceucesueqnensss 995.02 Policyholders  .......sse+e+++++ 1,193,306.82 
All other ‘Aescie peseeonenceaonss 2,827.02 
$7,315,786.37 $7,315,786.37 


Life Insurance in Force, $101,632,847.00 
Paid Policyholders, $7,175,570.00 
“ANCHOR TO THE ANICO” 


For Further Particulars Write to: 


Cc. S. HUTCHINGS W. J. SHAW 
Actuary and Agency — paaad Secretary and Manager 








Ordinary Department Industrial Department 
A District Manager for Youngs- 


WANTE town, Ohio, and vicinity 


BY 
THE GEM CITY LIFE INSURANCE CO. 


OF DAYTON, OHIO 
Write the Home Office for further particulars. Here's an opportunity for a 
man to get in on Ga greens floor with a progressive 
young Ohio company 











a-ha Is Willing—and WILL 


to offer unusual opportumites for 
pag hg t— cues & competeme 


For a... po Territory, Address 


We are 














H. M. HARGROVE ~- President 
Beaumont, Texas 
CONSERVATION OF BUSINESS 
a. We tb. wiaeating, comemnaien 208 Gains up Ae my = policies 2 ae of Life Compan, 


the policyholders less eatiafiod, and at practically no expense to the Companies. 
Our references cover eighteen years of satisfactory service, and we respectfully solicit your patronage. 


THE OTIS HANN COMPANY, Inc. 
10 So. LaSalle St. Chicago, Illinois 














of the results of insurance. I have re- 
cently seen the announcement that poli- 
cies to the amount of almost $6,000,000 
were paid in St. Louis last year. It was 
a branch of business just a little dif- 
ferent from any other carried on there 
during the period—and what an impos- 
ing sum the aggregate of its operation 
makes to my notion. 

In many instances the insurance money 
guaranteed to those receiving it freedom 
from possible poverty. There were help- 
less families made safe for a time, at 
least; little homes saved from loss, chil- 
dren given an opportunity to fit them- 
selves for useful careers, widows and 
mothers enabled to turn brave, if bereft, 
eyes to a future robbed of some of its 
happiness because the insurance money 
would be such a help. 

It seems to me that there is hardly 
any other business which is so harshly 
spoken of at times, and so warmly com- 
mended on other occasions, as is life 
underwriting. What is thought and said 
of it depends wholly upon the conditions 
which inspire the sentiment. But the 
most significant revelation that has come 
to me relative to the matter, is the start- 
ling truth that while millions of dollars 
annually are paid to beneficiaries of life 
insurance policies, 85 percent of the peo- 
ple are not thus protected. I must have 
more of it. Bring me your rate book and 
the best policy you have. 





Some Slowing Up at 
Cincinnati but Life 
Men Are Optimistic 


CINCINNATI, O., Sept. 14.—The life 
insurance business in the Ohio valley 
has been slowing up during the past 
two months but not with any sinister 
effect. Underwriters here are well 
pleased with conditions and do not 
show the same disposition to talk of a 
slump as those in other parts of the 
country. In Cincinnati, where much of 
the life insurance activities of the val- 
5 are centered, reports are very favor- 
able. 

Business Still Good 

It is the belief of insurance men here 
that the mad rush of business during 
the first few months of the year has 
about run its course and that from now 
on the current will be steady but per- 
sistent. Business is still good, in that 
it cannot be compared with the busi- 
ness of other years in volume, but there 
is not the same volume being written 
now as during the first four months of 
the year. The change in conditions is 
noticed chiefly in the big agencies, 
where large volumes of business were 
written during the early months of 
the year. Many of these agencies have 
had their business cut by one-half since 
June, but the business they are writing 
now appears to be more steady and 
apparently the pace is set for the next 
four months. A few agencies claim that 
while business is a little harder to get 
their volume has not decreased ma- 
terially. These are principally the old- 
established ones where conservative 
methods are in vogue. 


Lapse Ratio Is Low 


The lapse ratio on business written 
by Cincinnati agencies has been re- 
markably low. Lapses have been scarce, 
one agency reporting its lapse ratio 
thus far this year as less than 1 per- 
cent. Other agencies seem to have en- 
joyed a similar experience. 

Low lapse ratios in Cincinnati are 
nothing new. Business here has al- 
ways been of the kind that stays on the 
books. This is attributed to the nature 
of the city. Cincinnati has always had 
the reputation of being a conservative 
town. The people who compose it 
are conservative. When they buy, they 
buy within their limitations. The big 
insurance policy is not so common as 
in some of the more northerly cities. 
The people buy insurance, but they get 
it in conservative amounts. This prac- 
tice of conservative buying has neces- 
sarily improved the lapse ratio on life 
insurance, because insurance bought in 
small amounts is not so liable to be a 
burden on the purchaser and is much 


| more appreciated. 





Another method of accounting for 
the low lapse ratio is the fact that peo- 
ple are making use of loan values. 
There are not many taking advantage 
of these, however, as it is not usually 
necessary. There are few plungers to 
be found in Cincinnati and the life in- 
surance business has profited because 
of that fact. 
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PICKERING’S NEW CONNECTION 





Chicago General Agent of Equitable of 
Iowa Goes With Bowes, Merrick 
General Insurance Agency 





Richard H. Pickering, general agent 
of the Equitable Life of Iowa at Chi- 
cago, has resigned as of Oct. 1, to 
become a partner in the general in- 
surance agency of Bowes, Merrick & 
Co. of Chicago. The firm will here- 
after be known as the Bowes-Merrick- 
Pickering Company. The Bowes-Mer- 
rick agency has been in existence only 
since Jan. 1 of this year, but during the 
cight months of its operation it has 
made quite a name for itself. Both 
Mr. Bowes and Mr. Merrick are young 
men who are energetic and progressive 
and have excellent connections. 

Mr. Pickering is well known to life 
insurance men in all parts of the coun- 
try. He began as general agent for the 
Mutual Benefit at Portland, Ore., later 
going to San Francisco. He was with 
the Mutual Benefit as general agent 
of the Pacific Coast for seventeen 
years. He — went to Chicago and 
with J. W. Janney was for five and 
one-half years general agent of the 
Provident Life & Trust. Following 
that connection he became superinten- 
dent of agents of the Girard Life of 
Philadelphia, and three years ago was 
appointed to his present position. Mr. 
Pickering is a good personal producer, 
an able organizer, and has an excellent 
life insurance equipment. In his new 
work he will act as manager of the life 
insurance department of the agency. 

The Equitable Life of Iowa main- 
tains two general agency offices in 
Chicago and this plan will be continued 
Secretary Ben F. Hadley of the com- 
pany was in Chicago this week and 
will appoint a successor to Mr. Picker- 
ing in the near future. 





Kenney Now in Charge 


John S. Cranston, who has for the 
past six years so managed the Boston 
agency of the Connecticut Mutual Life 
has resigned as general agent and be- 
come associate general agent in order 
to have the necessary freedom to serve 
his large personal clientele. 

V. W. Kenney, who has been ap- 
pointed as general agent for eastern 
Massachusetts took up his duties in 
Boston on Sept. 1. Mr. Kenney has 
been associated with the Connecticut 
Mutual, in his present capacity since 
1912, and since 1914 has been the com- 
pany’s general agent at Harrisburg, 
Pa. Mr. Kenney is well known, both 
in social and business circles in Harris- 
burg. He is director of the Dauphin 
National Bank, Dauphin, and a member 
of several clubs there. 

Hugh S. Hince, who for the past five 
years has been in charge of the editorial 
department of the Connecticut Mutua! 
Life at its home office has now assumed 
his new position to take up active field 
work with Mr. Kenney. 





Roy Garman 


The Maryland Assurance announces 
that it has appointed Roy Garman as 
traveling supervisor for the south cen- 
tral district, covering Tennessee, Lou- 
isiana and Texas. Mr. Garman has been 
in the casualty businiess for a number 
of years and this is his first venture in 
the life field. It is also the first time 
that he has represented a legal reserve 
company. Prior to coming with the 
Maryland Assurance he was Maryland 
manager of Sherman & Ellis, the Chicago 
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Success! The individual's success in satisfying the un- 


precedented demand for Life Insurance may be attributed to 
two factors: 


The goods offered, 
The ability employed. 
T= agent's ability is rewarded to the fullest extent only when he can 


assure maximum service under a liberal policy at a low net cost and 
supported by a Company of commanding character and financial standing. 


LJNION CENTRAL AGENTS are enjoying an advantage due to the 
prestige of the Company along these lines. 





Home Office 
Building 


For further information address 
ALLAN WATERS, Second Vice President 


The Union Central Life Insurance Company 
JESSE R. CLARK, President CINCINNATI, OHIO 







































POLITICS, BASEBALL and LIFE INSURANCE 





HE next President of the United States will be an Ohio 
man whether the Republican, Democratic or Prohibition 
tickets are elected. 


The Cincinnati”and Cleveland Baseball Teams (as all the world 
knows) are leading in the National and American Leagues. Will there be two 
pennant winners from Ohio in baseball this yearP (We say there will.) 


Ohio Life Insurance Companies are successful and are lead- 
ers because they are actuated by the same motives and work in the same environ- 
ment which produces presidential candidates and pennant winners. Ohio enter- 
prises win on merit and hard work. 


THE COLUMBIA LIFE of Cincinnati is the third oldest life 


company of the state. Its roots are imbedded deep in Ohio soil. _ Its stockhold- 
ers, officers and agents are representative Ohio men. It is growing along sub- 
stantial and progressive lines. 
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inter-insurance people, and before that 
was Maryland manager for the Belt 
Automobile Indemnity. During the war 
he served in the aviation corps as a lieu- 
tenant. 





M. H. Casey and A. P. Chipron 


M. H. Casey, the leading personal pro- 
ducer for the A. M. Shields General 
Agency of the Equitable Life of New 
York at San Francisco, has been ap- 
pointed assistant manager of the agency. 
A. P. Chipron, who has been agency 
supervisor for the same office, has re- 
signed to move to Los Angeles, where 
he will join the company’s southern 
California agency in the same capacity. 





Philadelphia Life.—The production of 
examined business by the field force of 
the company in the “Plico Patriotic 
Campaign” conceived and personally con- 
ducted by Manager of Agencies Jackson 
Maloney in July and August showed de- 
cided gains over the records of the cor- 
responding months of last year as 
follows: July, 1920, $2,564,650, gain, $519,- 
649; August, 1920, $3,243,500, gain, $1,- 
446,800; total gain in the two months 
over 1919 $1,966,449. 





A woman will pardon lack of sense 
sooner than she will lack of manners. 











LOCAL ASSOCIATIONS 

















Richmond, Va.—Seven new members 
were admitted into the Richmond Asso- 
ciation at the September meeting, the 
first held since June, when recess was 
taken for the summer. The principal 
speakers were Dr. Ennion G. Williams, 
state health commissioner, and Col. 
Charles Russell Keiley, fair price com- 
missioner for Virginia. 

Health Commissioner Williams asked 
the life men to contribute to a fund to 
help organize a state conservation bu- 
reau, it being desired to raise $1,000 this 
year and a similar sum next year to 
complete its organization. The general 
agents agreed to ask their companies to 
subscribe at the rate of from 3 to 5 
cents on each policy holder in Virginia, 
of whom there are upwards of 100,000. 


* * * 


Dallas, Tex.—A round table discussion 
of the pet schemes for selling insurance 
and interesting prospects in policies fea- 
tured the first fall meeting of the North 
Texas Association. The new president, 
Henry Camp Harris, thinks the members 
can get more good out of the monthly 
meetings by discussing problems which 
confront them in their daily work than 








by the consideration of long and tech- 
nical questions. 

At the September meeting practically 
every man who attended told of his 
methods of interesting people in life in- 
surance and how he worked to close 
deals. The discussions developed some 
unique methods of attack, and some val- 
uable plans for selling. 

From the 30 or 40 insurance men who 
spoke at the meeting the general trend 
was to sell insurance as a business prop- 
osition and not knock competitors. The 
plans for actually closing the deals 
varied but life insurance as a invest- 
ment and a business proposition ap- 
peared to feature the arguments of the 
sellers when trying to interest custom- 
ers. Once they were interested plans 
for closing the deal, the amounts to be 
written and the terms of payment, if 
any, were secondary considerations and 
usually easily arranged, the insurance 
men declared. 

A. C. Biggers of the American Rein- 
surance discussed the value of reinsur- 
ance companies and what insurance 
agents should know about such concerns. 

* * * 

Milwaukee, Wis.—The Milwaukee As- 
sociation succeeded in exceeding its 
quota of new memberships in the drive 
ending Sept. 10, and is reporting a total 
membership of 263 to National Associ- 
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ation headquarters as its contribution to 
the effort being made to bring the en- 
rollment to 20,000 by Sept. 15. Reports 
of the campaign were made at a special 
meeting of the local association, last 
Friday. 

LeRoy W. Brockett, of the Aetna Life, 
tendered his resignation as secretary of 
the Milwaukee association at this 
meeting, owing to the pressure of priv- 
ate affairs. E. R. Gittings, manager of 
the Milwaukee office of the Guardian 
Life, was elected secretary in his place. 

Russell Thierbach, Milwaukee, a re- 
cent graduate, spoke on “The Function 
of the Carnegie School of Life Insur- 
ance Salesmanship”, and four other Mil- 
waukee agents who are graduates of the 
school supplemented his remarks. 

President Manford W. McMillen, city 
manager of the Prudential, will be the 
official delegate of the Milwaukee asso- 
ciation at Boston. 








NEWS OF LIFE POLICIES 




















REVISES POLICIES AND RATES 


Oregon Life Announces Some Changes 
in Its Contracts—New Dividend 
Schedule Announced 


The Oregon Life has revised its pol- 
icies and rates, increasing its limit to 
$25,000, reinsuring over 10,000. The 
more important changes in policies are 
the addition of automatic loan feature; 
loans at 6 per cent instead of 5 per 
cent; new dividend options so that 
dividends may be left with the com- 
pany at not less than 3% percent, bear- 
ing surplue interest, and applied to 
mature policies at earlier dates. 

All term policies have been discon- 
tinued excepting the ten-year conver- 
tible non-renewable policy. A partic- 
ipating endowment at age 65 has been 
added as well as joint non-partici- 
pating policies on the three main 
forms. 

The participating rates remain un- 
changed. The non-participating rates 
are increased at all ages as follows: 
Ordinary life, $1; 10-payment life, $1.75; 
15-payment life, $1.50; 20-payment life, 
$1.25. Endowment rates are unchanged. 
The charge for the new disability rider 
providing for a monthly income on 
the income on the basis of $10 per 
$1,000 of insurance varies from $1.20 
at age 20 to $5.28 at age 55. The rate 
for the newly adopted double indemnity 
clause has been fixed at $2 per $1,000 
for ages and plans. 

A new dividend schedule is also 
announced, effective Aug. 16, as fol- 
lows: 


Age 35 
Ord. Life 20 Pay Life 20 Yr. End 


2nd $3.32 $4.07 $5.05 
3rd 3.52 4.27 5.25 
4th 3.77 4.52 5.50 
5th 4.02 4.77 5.75 
6th 4.27 5.02 6.00 
7th 4.57 5.32 6.30 
8th 4.87 5.62 6.60 
9th 17 5.92 6.90 
10th 5.47 6.22 7.20 


The above dividends apply to past is- 
sues. New issues will bear dividends 
beginning with the first year, the first 
and second dividends will be contingent 
upon payment of next premiums. 














WITH INDUSTRIAL MEN 








Prudential News 


There appears to be a merry contest 
on in New York 2 between two agents 
of the Prudential in the matter of the 
drawing of special salary. 
Agents Henry Prager and Frank P 
Hughes have been paid special salary 
every week during the current year. Mr. 
Prager passed the 25th milestone of serv- 
ice with the company last January. 

Assistant Superintendent Kar! E. 


Westberg of the Chicago 4 district has 
completed 20 years’ service with the 
company. Mr. Westberg has a commend- 
able record in both branches and is lead- 
ing his district in ordinary net issue. 











Agent Benjamin F. Frisher, Jr., who '§ 
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at this time the Chicago 1 district leader 
in ordinary net issue, has a very good 
all-round account, having collections 
well over the company’s standard and is 
producing a good, steady industrial in- 
crease, as well as maintaining low ar- 
rears and high advance payments. 


Life Industrial Notes 

Funeral services for Charles F. Hitch- 
cock of Minneapolis, assistant superin- 
tendent Prudential, were held last week. 

Superintendent S. B. Katzman, of the 
Hammond, Ind. No. 2 district, of the 
Conservative Life, has been transferred 
to the superintendency at Gary, Ind. 
T. F. Worrall, who started with the 
Conservative Life as an agent May 12, 
1920, has been appointed to the super- 
intendency at Hammond No. 2, succeed- 
ing Mr. Katzman. 


Street Railway Bonds 
No Longer Favored by 


Insurance Companies 


S investments for insurance com- 

panies street railway bonds are not 
in great favor. Many of those held by 
insurance companies were badly “off” 
the first of the year and subsequent 
events have not led anyone to believe 
that they will show up any better Dec. 
31 of this year. Street railway com- 
panies, according to some insurance 
investment experts, should be granted 
10-cent fares. They need that amount 
to be on a good basis and unless they 
are on such a basis their securities are 
very unattractive. Everything in the 
way of increasing operating and main- 
tenance cost that hit other lines of 
business since war disarranged the 
economic affairs of the world hit the 
street railway companies. And besides 
came the competition of the automo- 
bile, both private and “jitney.” The 
street car companies, unlike private 
concerns, could not meet the situation 
by arbitrarily advancing prices. They 
were up against terms in their fran- 
chises and public utility commissions 
that were swayed by politics and poli- 
ticians as well as reason. 

One result of the present situation 
is going to be a tendency to avoid in 
the future securities which might be 
affected by politics. This will have its 
effect on the general public in time 
ind it will pay the price in the form of 
higher rates for service because the 
service corporations will have to pay 
higher rates for their money. 


Predicts Lower Interest Rates 


KANSAS CITY, MO., Sept. 15.—‘High 
prices and the consequent necessity for 
large volumes of money and credit to 
handle the business of the country” were 
declared to be the principal reasons for 
the present high rates of interest by 
John Moody of Moody Investors Service, 
New York, in an address before the Na- 
tional Convention of the Farm Mort- 
gage Bankers Association of America, 
today. 

Mr. Moody predicted lower interest 
rates next year in consequence of the 
present fall in prices, and went straight 
to the point by emphasizing the fact 
that “the remedy for high interest rates 
is just plain thrift”. Continuing, he 
said in part: 

“It was extravagance in prices, in 
wages, in margins of profit, and _ in 
standards of living that made money 
rates high. By thrift we mean making 
our living, or income, through giving 
the public a square deal, and saving a 
portion of that income. To prosper 
through excessive prices and charges, 
and to forever borrow from the banks 
more than we deposit in them, is not 
thrift. High prices and high interest 
rates are inseparable. When once there 
is a general return to large production, 
fair prices and profits, labor efficiency, 
and normal saving habits, interest 
rates will surely fall to normal levels.” 


Walter 8S, Sackerman, leading producer 
in the Baltimore district for the Con- 
necticut Mutual Life, is the proud father 
of a 7%-pound boy. “Sure,” says Mr. 
Sackerman, “J. Walter is going in the 
life insurance business and he’s going 
to make a better salesman than his 
daddy is.” 


Some men, like mules, do little head 
work and are always kicking. 























IF YOU HAD THE EARTH— 
What Would You Do With It? 


Ex-Kaiser Bill was the last pitiful example of 
misguided humanity to hold the delusion that the world could be 
run by one man. 


When his armies met that spirited organization 
of American freemen, cooperating for the ideal of human liberty, 
they lasted one round less than Miske. 


An agency contract may offer the “earth” in 
commissions and territory and leave the salesman to starve to death. 


Service, which helps to develop and build up 
the field, is more important than sweep of miles and sky-high 
commissions. Cooperation always wins. A lofty ideal, the high 
ambition to give the best protection possible to as many people 
as possible, is an agency help which cannot be overestimated. 


These service ambitions being carried out by 
The Lincoln National Life Insurance Company make it eminently 
worth while to— 
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The Lincoln National Life Insurance Company 


‘“*‘Jts Name Indicates Its Character’”’ 


Lincoln Life Building Fort Wayne, Indiana 


NOW MORE THAN $145,000,000 IN FORCE 
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Northwestern 
National Life Insurance 
Company 
MINNEAPOLIS, MINN. 


A WESTERN, MUTUAL, ANNUAL DIVIDEND, 
OLD LINE COMPANY 


The Company for Policyholders and Agents 








A Wider Field—An Increased Opportunity 


Our Agents can sell policies on the annual premium plan, up 
to $3,000, to young men and young women as young as age 2— 
protective insurance and Educational and Business Start Endow- 
ment Insurance. This extension of the age limit for Ordinary 
Insurance down to age 2 helps our Agents considerably. We 
issue Participating and Non-Participating Policies. As regards 
adults, we write contracts with Double Indemnity provisions cov- 
ering any kind of fatal accident, or with Double Indemnity pro- 
visions covering fatal travel accident only, as may be desired. 
We issue policies with waiver of Premium and Disability Annuity 
or Instalment Payment features. We insure males and females 
at the same rates. 


OLD COLONY LIFE INSURANCE COMPANY 
CHICAGO, ILLINOIS 














BANKERS LIFE 


INSURANCE COMPANY 
OF NEBRASKA 


Home Office, Lincoln, Nebraska 


$17,400,000.00 





Assets - - - 





Anstey, Nesraska, May 17, 1920 
Bankers Life Insurance Co., 
Lincoln, Nebraska 


TWENTY PAYMENT LIFE 
POLICY 


Gewriemen: Of the several options offered Matured in the 
me in settlement of m wenty Payment e OLD BANKERS 
policy No. 7015 for $1,000.00 which is now on ee are 
paid up, I have decided to withdraw the surplus 
in cash and continue my policy paid up fer of Lincoln, Nebraska 
life participating in the earnings of the Com- 
Mosgrove has today de- Name of insured.............. 


peav. Your 4 
ivered to me your check for the surplus  «+esereeseeees George E. Grobe 
amounting to $359.61 in addition to the paid-up 
licy for $1,000.00 and I wish to thank you 
or this good settlement. 
In figuring the results of this policy, o— 


that I have paid you $652.00 and you have cee MR 
returned a dividend of $359.61 which leaves 
oe net ph FA ppliey_ only $292.39, : 
the annual dividends will receive annually SETTLEMENT 
wth a for th d sett! d 
anking you for this good settlement, an 
wishing your company success in the future, Total cash paid Mr om... 
—“— | pempebammianendaaiadimnit 
Yours truly, And a Paid-up Participating 
G. E. GROBE. EE Se ecsccntacsaaa $1,000.00 








We are prepared to assist agents in organizing for action, giv- 
ing them the kind of Home Office service and co-operation 
which will multiply their earnings. If interested, write us. 




















LIFE LEADS FROM NON-CANCELLABLE 











Disability Policy Valuable to Life Salesmen In Introduc- 
ing Subject of Protection—Easier to Get Examination 














insurance salesmen have been very 

much interested in the develop- 
ment of the noncancellable accident 
and health policy. Almost every month 
some company announces that it is 
putting on the market some form of 
noncancellable accident and health in- 
surance. Apparently the noncancel- 
lable policy is here to stay. The 
Travelers, Aetna, Continental Casualty, 
Pacific Mutual, Equitable Life of New 
York, Massachusetts Accident and 
Standard Accident are now writing 
noncancellable policies of one kind or 
another, the Standard Accident being 
the latest to enter the field. It is 
known that at least three more dis- 
ability companies will commence writ- 
ing this form of policy before the end 
of the present year. Others will un- 


| ‘en as well as accident and health 


commence writing some form of non- 
cancellable disability insurance. Ap- 
parently the companies are not taking 
up the writing of this indemnity be- 
cause there is a strong public demand 
for it, but rather because the agent 
with a noncancellable policy to sell 
has a certain advantage over the agents 
with a company not issuing this form 
of insurance. It is largely a competi- 
tive proposition. One company gets 
out a noncancellable policy because its 
agents feel the pressure of the compe- 
tition of another company that has a 
noncancellable policy and whose agents 
are pushing the contract. 


Valuable to Life Salesmen 


The noncancellable policy has been 
most valuable to insurance salesmen 
generally as a feeder for life insurance. 
The agents representing companies 
writing both life and accident and 
health insurance have had the most 
success with noncancellable insurance. 
It provides an opening wedge. It is 
a great talking point. There are many 
prospects who dismiss an agent as 
soon as they learn that he wants to 
talk life insurance to them. They 
simply will not get into a discussion 
on life insurance. The subject is dis- 
tasteful to them. They could probably 
be sold if the agent ever had a chance 
to get a real interview with them, but 
the difficulty lies in getting the inter- 
view. The same men will listen to an 
explanation of the noncancellable acci- 
dent and health policy. It is something 
new, something different, and makes 
an appeal. An intelligent outline of 
the noncancellable policy attracts at- 
tention. It arouses interest and the 
interview is started. All companies 
writing noncancellable disability in- 
surance require a medical examination 
as rigid as that demanded by the life 
companies. In fact, one examination 
is sufficient to secure both life insur- 
ance and the noncancellable policy. It 
is because of this that the noncancel- 
lable policy is valuable to the life man. 
He can get an examination for a non- 
cancellable policy and say nothing 
about life insurance. In submitting 
the disability application, he can ask 
for a certain amount of life insurance 
to be issued, and after the noncan- 
cellable policy has been delivered, can 
commence a life insurance solicitation. 
There is no more favorable time for 
introducing the subject and the agent 
is at a particular advantage because he 
has a policy in his hand, ready to give 
to the prospect as soon as the premium 
is paid. The agent thus armed can 


tell his prospect that all delays are 
eliminated, that he can make immedi- 
ate delivery, that there is no danger 








that the insurance will not be issued 
and nothing can prevent the policy 
covering immediately if the prospect 
will thus indicate his willingness. 


Introduces Life Insurance 


A life insurance talk goes well after 
a prospect has purchased a noncan- 
cellable policy. The stage is set. The 
prospect is thinking in terms of pro- 
tection, and the life insurance sales 
talk gets a better reception. Getting 
the examination has always been one 
of the stumbling blocks for life sales- 
man, but where a noncancellable pol- 
icy is sold first, this difficulty is elim- 
inated: Hundreds of life insurance 
prospects sign applications every year, 
and then for one reason cr another 
refuse to be examined. If life insur- 
ance men could go around to prospects 


doubtedly get into the band wagon and | With policies already made out, sub- 


mit their arguments and when the 
prospect was finally convinced, hand 
over the policy and take a check in 
payment, a great deal more life insur- 
ance would be sold. The delays inci- 
dent to the issuing of a life policy often 
cause the prospect to cool off, change 
his mind, and the business is lost. In 
getting the prospect examined for a 
noncancellable policy, the life sales- 
man has a distinct advantage. He re- 
moves one of the greatest obstacles in 
the way of the life insurance sale. 


Field Is Limited 


Accident and health insurance men 
who will discuss the matter frankly 
say that there is a field for the non- 
cancellable policy, but the field is very 
limited. It is not a contract that can 
be properly sold to the great majority 
of prospects. The average man wants 
to buy a disability policy that pays for 
every accident and every illness be- 
ginning with the first day without re- 
striction. A contract of this kind fits 
the needs of at least 90 percent of the 
people who buy accident and health in- 
surance. When the average salaried 
or professional man, who is solely de- 
pendent upon the monthly income from 
his regular position, is disabled through 
accident or sickness, he needs some 
extra money to meet his extra expense. 
When the bills begin to come in from 
the hospital, doctor, nurse, drug store, 
etc., he needs: a policy that provides 
the money to take care of this extra 
expense, and not one that eliminates 
the first three months, or three weeks, 
or three days of disability. The great 
majority of men holding accident and 
health policies need protection that 
pays them no matter how long they 
are sick, or how long they are disabled. 


Average Disability Period Short 


At least 85 or 90 percent of the 
accident and health claims of all com- 
panies do not extend over a period of 
between two or three months. Most of 
the noncancellable policies that have 
been sold provide for the elimination of 
three months’ benefits. Noncancellable 
policies are sold eliminating the pay- 
ment of benefits from two weeks to 
six months. The average is three 
months, and hence the average non- 
cancellable policy sold does not by any 
means meet the needs of the average 
buyer of accident and health insurance. 
The noncancellable policy is really for 
the man of some means, who, although 
wealthy and owing plenty of life in- 
surance and sufficient accident and 
health insurance of the regular kind, 
wishes to protect himself against a 
major calamity of some sort. The man 
buying noncancellable disability insur- 
ance should purchase it with the 
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theught that it may never be called 
into use, but that it is worth the price 
asked to be absolutely safeguarded 
against physical disaster. For $50 a 
year, a noncancellable policy can be 
purchased providing $500 a month, 
eliminating the first three months. A 
man of some means can easily afford 
to spend $50 a year, when by doing so 
he is protecting himself against every 
possible contingency. Many men in 
middle life suffer physical breakdowns 
because of the fast pace at which busi- 
ness Officials have to travel these days. 
To a man of wealth, it is easily worth 
$50 a year or even more to be abso- 
lutely protected against permanent dis- 
ability. The older a man, the more 
important accident and health insur- 
ance is to him. An accident or sick- | 
ness to an older man is a serious thing. 
He does not recover so quickly as the 
younger man. The period of disability 
is liable to be longer. The man whose 
health fails him in middle life for one 
reason or another, can turn to a non- 
cancellable disability policy as perhaps 
his most important asset. 


Stress Cancellation Clause | 
There are many who believe that | 


the advent of the noncancellable policy 
has worked more harm than good to | 


| in a manner that is most beneficial to 


does not even sell a noncancellable 
policy, but only succeeds in so up- 
| setting the policyholder’s mind regard- 
|} ing all accident and health insurance 
that the policy already carried is al- 
lowed to lapse and the man made to 
feel that all accident and health insur- 


ance is “all wrong.” In this way, some 
accident and health salesmen are suc- 
ceeding in knocking out policies and 
not supplanting them with a noncan- 
cellable. They are doing more harm 
than good. They talk policy cancella- 
tion to men who never before realized 
that the company could or would can- 
cel the contract. 





Where Policy Does Not Fit 


Noncancellable policies have been 
very largely purchased by holders of 
life policies containing no permanent 
and total disability provisions. Agents 
representing such companies have 
found it a rather easy matter to sell 
the noncancellable policy in connec- 
tion with their life contracts. A man 
can only insure a certain proportion 
of his income. The real function of 
the salesman is to insure this income 


the policyholder. If the insurable in- 
come is $200 a month and a noncancel- 
lable policy for $100 a month is pur- 





wedge for the sale of life insurance 


cancellable health and accident po 
interview is started. 


difficulty is eliminated. 


By offering a life policy when 
covering immediately if desired. 
and then for one reason or another 


A life insurance talk goes well 


reception. 





HOW A NONCANCELLABLE POLICY 
HELPS THE LIFE SALESMAN 


The noncancellable health and accident policy provides an opening 
Prospects who will dismiss an agent as soon as they learn that he 
wants to talk life insurance will listen to an explanation of the non- 
Getting the examination is always one of the stumbling blocks 
for a life salesman, but where a noncancellable policy is sold first, this 
Medical examination as rigid as that demanded by the life com- 
panies is required for such policy. The life man can get an examina- 
tion for a noncancellable policy and say nothing about life insurance. 


the prospect that all delays are eliminated, that there is no danger that 
the insurance will not be issued and nothing can prevent the policy 


Hundreds of life insurance prospects sign applications every year 


noncancellable policy. The stage is set. 
terms of protection and the life insurance sales talk gets a better 


licy. It arouses interest and the 


he delivers the other, he can tell 


refuse to be examined. 
after a prospect has purchased a 
The prospect is thinking in 








the accident and health business. They 
feel that perhaps a majority of the 
agents of the companies issuing this 
form of indemnity are selling the 
policy in the wrong way, or attempting 
to sell the policy to the wrong class of 
people. They are soliciting everyone 
they meet for noncancellable insurance. 
They are pointing out to men holding 
regular accident and health policies 
that their contracts can be cancelled 
by the company at any time, and are 
liable-to be if two or three claims are 
reported. They assert that the acci- 
dent and health company is willing 
enough to carry the business on the 
books while it is profitable, but the 
moment that it becomes unprofitable, 
or even shows signs of becoming un- 
Profitable, the company can and does 
exercise its option of cancelling the 
risk. They submit the argument that 
a man needs accident and health most 
when he gets to be 45 or 50 or 55 years 
of age, and it is at that time that most 
of the accident and health policies are 
cancelled. This, it is set forth, is a 
great injustice to policyholders, and in 
most cases means that a man pays 
for accident and health insurance all 
his life, gets very little back in the 
way of claims, and then is told that his 
Policy is out of force. This feature of 
accident and health insurance is over- 
emphasized. Men holding good con- 


tracts that are suited to them in every 
way are disturbed over what they have 
bought, are made to feel that they are 
getting a very poor deal, and are dis- 
turbed generally over accident and 
health insurance. 





Perhaps the agent 


chased, the assured can then purchase 
only a $25 a week accident and health 
policy under a regular form. He will 
probably never collect anything under 
the noncancellable policy, and in the 
event of disability cannot collect in 
excess of $100 a month. He is tied to 
a contract that will in all probability 
never do him any good and is limited 
in the amount of indemnity that he 
can collect. He carries the wrong 
kind of insurance. An agent who sells 
a noncancellable policy to such a man 
actually does him an injury. The non- 
cancellable policy should really be 
sold only to those who are able to 
purchase it in amounts of $400 or $500 
a month. It is not a small man’s prop- 
osition. The Continental Casualty in 
its latest noncancellable policy pro- 
vides partial disability through the use 
of the following clause: “If the in- 
sured, although not totally disabled, 
shall be unable by reason of accidental 
injury or sickness to perform work 
substantially essential to the duties or 
duty of his occupation, the company 
will pay one-half said monthly indem- 
nity for the period of such continuance 
partial disability not exceeding six 
months.” No other company provides 
partial disability under a noncancel- 
lable contract, and there is some specu- 
lation as to just how it will work out 
with the Continental, Indemnity for 
partial disability beyond six months is 
not provided. 
Early Applicants for Risks 


The companies which pioneered in 





CAPITAL, $200,000.00 


Originators of the 
“Multiple Option” Policy, 
a three-in-ome contract. 
A good policy for the 
live wire. 


A company born in the West, 
built for western people, 
by western men. 


GOOD AGENTS WANTED 





Ideas 


Progressive In Its 


Conservative In Its Management 


STEPHEN M. BABBIT, Pres. HUTCHINSON, KANSAS 














(Reprint from the Ohio State Journal, August 26, 1920.) 


Insurance Men Praise C. W. Brandon’s Work 


“Speakers at the annual banquet of the agents Of the 
Columbus Mutual Life Insurance Co. at the Elks’ Home last 
evening were exceedingly enthusiastic in their praise of the 
agency contract devised 13 years ago by C. W. Brandon, 
president of the company. The instrument has attracted 
wide-spread attention in the insurance field. 

“Vice-President C. L. Miller of the Nationa! Guardian 
Life Insurance Co., Wisconsin, declared it the best contract 
“available in the U.S."" His company recently adopted it, 
after Mr. Miller had visited the headquarters of various com- 
panies to ascertain their methods. 

“C. M. Cartwright, Chicago, editor of the National 
Underwriter, said the influence of Mr. Brandon's ideals 
would have a “country-wide effect," and S. A. Hoskins, treas- 
urer of the Columbus Mutual, declared that for generations 
to come policy-holders, beneficiaries and agents would have 
reason to be grateful for what has been accomplished by Mr. 
Brandon, to whom he referred as a pioneer in reforms. 

“In response, Mr. Brandon said that his work as presi- 
dent of a life insurance company had found its inspiration 
during many years of active agency soliciting. 

“Robert T. Crewe, new Ohio insurance commissioner, 
spoke of his plans, pledging just and fair hearing of all ques- 
tions raised.” 


The Home-Office of The Columbus Mutual Life is located 
at Columbus, Ohio. Inquiries regarding its Agency Con- 
tract, Vested Renewals, Unrestricted Territories, Elimina- 
tion of Middlemen, etc., are welcomed. The Company is 
admitted to Ohio and nearby states. It recently entered 
Nebraska. 











(CONTINUED ON PAGE 16) 





ANTED-—a life insurance man thor- 


oughly versed in home office work. 
Must be capable of installing an office 
system, engaging and managing employes. 


CHICAGO NATIONAL LIFE INSURANCE COMPANY 
CENTURY BUILDING $2 CHICAGO, ILLINOIS 
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CENTRAL LIFE 


Assurance Society of the United States 
=DES MOINES, IOWA : 


Insurance in Force: 


$100,000,000.00 


Assets over 


$9,000,000.00 


Double Indemnity, Disability, Child's Endowment 
































The Farmers & Bankers Life 


Insurance Company 


Largest volume of business—Greatest amount 
of assets—Largest yearly production of any 
Kansas life insurance company. Truly it. 


LEADS THEM ALL IN KANSAS 


Home Offices Wichita, Kansas 











In 1919 


44 General Agencies paid for 
$88,000,000 
Standard Business 
Dividend Scale Maintained, Surplus Increased 


New England Mutual Life Insurance Co. 
Boston, Mass. 














An Exclusive Life Reinsurance Company 


THE REINSURANCE Lire COMPANY 


OF AMERICA 
DES MOINES, Iowa. 


Prompt Service Full Coverage 
Attractive Contracts 





H. B. HAWLEY, President 


F. D. Harsh, Secretary 











WANT SEPARATE DEPARTMENT 





Texas Insurance Interests Want Insur- 
ance and Banking Supervision 
Divorced 





DALLAS, TEX., Sept. 14.—Insur- 
ance interests in Texas will press the 
proposition for a divorcement of the 
departments of banking and insurance 
at the coming session of the state leg- 
islature. In this effort the insurance 
men have the co-operation of Texas 
bankers, who declare that the number 
of banks now in existence calls for the 
undivided attention of an experienced 
banker, that he should not be ham- 
pered with the insurance business. In 
that connection a special effort will 
also be made to take the insurance de- 
partment out of politics. It is urged 
that the head of the insurance depart- 
ment should be a competent insurance 
man, without reference to his political 
affiliations. It is claimed that the de- 
partment since its creation has been 
used to pay political debts and as a 
result the business has not had the at- 
tention it deserves. 

There appears little hope of revising 
the Robertson law, though some in- 
surance men are agitating that feature. 
The defeat of Senator Bailey for gov- 
ernor is believed to have spoiled the 
chance for amending the act. Senator 
Bailey was in favor of cheaper money 
for the farmers and is said to have 
believed the return of the old line 
companies to the state would enable 
the farmers to get that money. It is 
understood, however, the matter of 
amending the law so as to permit the 
companies to return will be pushed. 
These companies are willing to return 
and resume business in Texas, com- 
plying with that feature of the law 
providing for investment, if the state 
will remit certain penalties. 

Pat Neff, the Democratic nominee 
for gove rnor—and a democratic nom- 
ination is equivalent to an election in 
Texas—has had nothing to say with 
reference to the matters the insurance 
men are agitating. What he will do is 
unknown, but it is certain that he will 
be urged to submit insurance legisla- 
tion along the lines mentioned. 


VALUE OF NON-CANCELLABLE 


(CONTINUED FROM PAGE 15) 
the noncancellable field state that a 
large proportion of those who at first 
applied for noncancellable insurance 
were on the ragged edge physically, 
had had many accident and health 
claims with various companies, and 
were in a rather uncertain state of 
health. They realized that the dis- 
ability insurance held by them might 
be cancelled at any time and wanted to 
get under cover. Many had recurrent 
diseases. They saw in the noncancel- 
lable policy an opportunity to get in 
out of the rain. They were, of course, 
eliminated from consideration and ap- 
plications now being received come 
from a much better grade of risks 
physieally. 
Causes of Disability 


The Travelers, which has made a 
study of disability benefits paid, sub- 
mits figures to show that the prob- 
ability at various ages of disability oc- 
curring is one chance in 13 at age 30, 
one in nine at age 35, one in five at 45 
and one in three at 55. The principal 
causes of disability according to the 
Travelers’ experience are tuberculosis, 
insanity, diseases of the spinal cord, 
cancer and malignant tumors, diseases 
of the circulatory system and accidents. 
Accidents are placed at the bottom of 
the list. 


The Unique Manual-Digest, the great 
book of facts and figures on life insur- 
ance. Now recognized as standard. New 
edition out May 1, 100 new pages. A 
consolidation of the Unique Manual and 
Policyholders’ Digest. Price $3.00. Get 
in your order early. THE NATIONAL 


UNDERWRITER COMPANY. 





Assign Policies Taken 
Out to Cover a Loan 


REAT interest has been manifested 

by life men generally in the ruling of 
the internal revenue department to the 
effect that premiums on an insurance 
policy taken out to cover a loan can be 
deducted as a business expense, as re- 
ported in THE NATIONAL UNDERWRITER of 
Aug. 26. There has been some uncer- 
tainty in the minds of some as to whether 
a policy taken out for that purpose should 
be assigned to the creditor or whether the 
mere possession of the policy by the cred- 
itor would be sufficient evidence that it 
was taken out to protect the loan. 

While the ruling of the department does 
not cover that phase at all and it is difficult 
to say what the interpretation ef the de- 
partment would be, it seems to be the 
practice of companies and agents who 
have been pressing this class of business 
to require an assignment. Two forms of 
assignment are used, known as the abso- 
lute and partial forms. The difference 
between the two forms is that the so- 
called absolute form allows the assignee 
to cash in the policy at his discretion, 
while the partial form requires the con- 
sent of the beneficiary before a surrender 
of the policy. In either case it is pro- 
vided that in case the proceeds of the 
policy, either in case of surrender or 
death, should be in excess of the amount 
of the indebtedness, the balance shall be 
turned over by the assignee to the bene- 
ficiary named in the policy. 


Interest in Life Insurance 


The mysterious death of Olive 
Thomas Pickford, popular moving pic- 
ture actress, in Paris last week aroused 
the interest of life insurance men who 
contemplate a legal battle between 
companies which have heavily insured 
the young woman and the beneficiaries 
named in her policies. Several million 
dollars is said to be a conservative es- 
timate of the amount of life insurance 
carried on her life. 

Mrs. Pickford, who is known in the 
film world as Olive Thomas, has been 
one of the stellar lights of her pro- 
fession. Her death was caused by the 
drinking of a large quantity of bichlo- 
ride of mercury, diluted in alcohol. 
Present indications point toward an 
accidental death, but a thorough inves- 
tigation is being conducted in an effort 
to probe the suicide theory advanced 
by some of the interested parties. 

On the outcome of this investigation 
hinges the payment of the large 
amounts of life insurance involved. 
Life insurance authorities are holding 
to their belief that the death was sui- 
cidal, although the Paris officials de- 
cided death was accidental. The in- 
surance carried by Mrs. Pickford on 
her life is estimated at between 
$300,000 and $1,000,000. A large amount 
of this is said to have been taken out 
recently. Another large policy of over 
$1,000,000 was taken out on her life by 
Louis J. Selznick, the producer of her 
pictures. Should the Paris officials 
rule that death was caused by suicide 
a legal battle over the payment of 
these policies will undoubtedly ensue. 

The autopsy on the body of Olive 
Thomas was performed Monday at 
Paris in the presence of five Amer- 
ican doctors. The doctors concluded 
that death was due to poisoning 
through intoxication with a sublimate, 
taken accidently. Miss Thomas was 
insured for $400,000 by the film com- 
pany for which she acted. 


Manhattan Life Club 


The Manhattan Life $100,000 Club 
will meet at the Hotel Astor, New 
York, Sept. 20-21. 


Progress is Made 


Son—Well, father, 
very well in my new position. 
ident spoke to me today. 

Father—Is that so? What did he say? 

Son—He said, “Get out of my way 


I’m progressing 
The pres- 
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WANTED! 


DISTRICT AND SPECIAL 
AGENTS 


both in NORTH DAKOTA and 
SOUTH DAKOTA, by one of 
the most active and progressive 
Old Line companies in the 
Northwestern field. Writing 
business in its home state at the 


rate of $500,000 per month. 


Men of integrity and ability, 
who wish to stay and build for 
the future, will be given liberal 
contracts directly with the 
Home Office. 


We invite correspondence. 


PROVIDENT INSURANCE 
COMPANY 
BISMARCK, NO. DAKOTA 














ACTUARIES 


sys F. CAMPBELL 
ba v= yt a 
ACTUA 








76 West Monroe Street 
Telephone Randolph 918 


CHICAGO, ILL. 


_—— J. HAIGHT 


Conte 








810-813 Hume-Mansur Bldg. 
INDIANAPOLIS 
Kraft Building, DES MOINES, IOWA 








ULIAN C. HARVEY 


CONSULTING ACTUARY 
Chemical Building ST. LOUIS, MO. 








J. McCOM 
e COUNSE 4 AT LA 
CONSULTING ACTUARY 
Premiums, Reserves Surrender Values, 
etc., Calculated. Valuations and Exam- 
inations Made. Policies and all Life In- 
surance Forms Prepared. The Law of 
Insurance a — Be 
Colcord Bid, KLAHOMA CITY 








J H. NITCHIE 


ACTUARY 
1523 Association Bldg., 19S. LaSalle St. 
Telephone State 499: CHICAGO 








CHARLES SEITZ 
* CONSULTING ACTUARY 


Author of 
“System and Accounting”’ 
209 So. La Salle St. CHICAGO 








ITHINGTON, F. A. I. A. 


EDERIC S. 
F" CONSULTING EXAMINER 
402-404 Kraft 

















Some executives in need of sal- 
aried employes go on expensive 
Prospecting tours; others let an 
ad of this size and appearance 
bring applications to them. One 


inch, one column wide, one time $3.75. 
AE 





| ager said the other day that his cashier 








| name and turns it over to his manager 
as a prospect for more insurance. 


| York Life in further commenting on 
| the subject s 


lin the field. The selling field offers 





| Cashier’s Place in 
| Life Agency 





| * ance agency organization does not 
| differ materially trom that which a 
cashier occupies in any other business. 
The handling of large sums of money 


requires a particular brand of talent. 
| The numerous details that enter into 
the work of a cashier make it necessary 
for him to be alert, quick-thinking and 
active. To attain any degree ot effi- 
ciency in his work he must recognize 


certain amount of attention to each. 

It has been the custom in many gen- 
eral agency offices to furnish the male 
employes, including clerks and cash- 
iers, with a rate book and let them try 
their hand at writing some business. 


| out being prompted by the efforts of 
an agent is sometimes handled by 
these men. Of this business the cash- 


the office. He must talk to a large 
; number of people each day, but he 
|} can give none of them more than a 
| very few minutes of his time. He can- 
not stop in his work to talk life in- 
| surance to a prospective buyer. If he 
| did he would have to neglect his detail 
| work and could not give prompt at- 
tention to policyholders who called 
| merely to pay their premiums. 

The average life insurance cashier 
is not a business producer. He may 
write an occasional policy among his 
friends but he never comes to be a 
| steady or prominent business-getter. 
| There have been cashiers who have 
| been able to blend their detail work 
| very nicely with selling, but they have 
been very few. Whenever a cashier 
does find that he can sell life insurance 
he usually quits his job and goes out 


him more money and an increased op- 
portunity. It is only natural that he 
should seek to better himself by chang- 
ing his work. 

While selling talent is not a requisite 
in the good cashier, he should, how- 
ever, possess sufficient business instinct 
to detect opportunities for a sale. The 
many persons who stop at his window 
each day very frequently drop hints 
that would furnish splendid leads in 
approaching them for more insurance. 
A live, active cashier will pick these 
up, make a note of them and turn them 
over to the agency manager. A man- 


had turned up numerous leads by 
merely being attentive and quick- 
thinking. This cashier watches par- 
ticularly for indications of improved 
financial conditions or increased wealth. 
When a policyholder calls at the office 
to pay off a loan on his policy h> 
knows immediately that the person’s 
financial condition must have improved 
or else he would not be able to pay the 
loan. He makes a note of the man’s 


Automobile Owners 


Make Good Prospects 


E New York Life in its agency 
bulletin is laying stress on the fact 
that automobile owners make excel- 
lent prospects for life insurance. The 
company shows that according to 
analysis of auto registrations for 1919 
there were 6,800,804 pleasure cars in 
the United States at the close of last 
year, a total increase in pleasure cars 
during the year of 1,423,989. The New 


“What an a of prospects for life 
insurance these figures represent when 
you recall the hazards to which those 
who own and drive motor cars are con- 















HE cashier's place in a life insur- 


is in itself a distinctive trade which | 
the importance of details and give a | 


| Business that comes into an office with- | 


| 
| ier writes less than any other man in | 
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stantly exposed, no matter how careful 





Indianapolis Life Insurance Company 


INSURANCE IN FORCE 


1905 
1906 
1907 
1908 
1909 
1910 
1911 
1912 
1913 
1914 
1915 
1916 
1917 
1918 


1919 


$ 325,000.00 
1,281,909.93 
2,158,315.62 Managerships open 
2,344,449.12 at 
3,037,135.59 Nee EF, 
3,760,237.71 Terre Haute 
4,451,264.48 and 
5,756,690.86 Evansville, Indiana 
7,011,554.27 and for 
8,655,788.49 Southern Illinois 
10,231,921.21 
12,021,820.06 Write to 
13,665,053.54 HOME OFFICE 


15,532,346.26 
20,456,374.44 


Indianapolis, Ind. 


1920 25,125,000.00 


Operates in Indiana, Illinois, Michigan and Texas 
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- WANTED 





WE WANT A MANAGER 








in every important center in Indiana where we 


are not represented. Only men of ability and 


probity 
mission 


will be considered. We offer liberal com- 
contracts to agents and salable policies 


to the public. The proposition we offer is un- 


usual. 


Correspondence confidential. 


GARY NATIONAL LIFE INSURANCE COMPANY 


Gary, Indiana 
WILBUR WYNANT, President 


























Improved Disability Provision 


Claim may be made as soon as disabilily occurs—no probationary 


period. 


Payments begin immediately on approval of claim—no proba- 


tionary period. 


Monthly payments, lifelong, conditioned on permanence of dis- 


ability. 


Immediate waiver of future premiums—no waiting until next 


anniversary. 


Full amount of insurance paid when insured dies, without deduc- 
tion for disability payments or for premiums waived. 


This new disability provision brings the service of America’s 
oldest legal reserve life insurance company still closer to the needs 
of the insuring public. 


For terms to producing Agents address 


The Mutual Life Insurance Company 





of New York 
34 Nassau Street, New York 
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“SOMETHING 
NEW FOR 
AGENTS” 


— = 


National 
American 
Life 
Insurance 
Company 











Burlington, Iowa 








The Provident Life 
and Trust Company 
of Philadelphia 


(Penna.) 


Provident agents are sell- 
ing not only protection but 


satisfaction. 
The policyholder who 
matures a Provident Long 


Endowment is a center of 
Provident influence in 
his community. 


PROTECTION +- THRIFT SATISFACTION 








‘THE COMPANY OF CO-OPERATION’ ' 


DES MOINES 


LIFE AND 
ANNUITY 


COMPANY 


We will insure the whole family! 
Any plan, any age, either sex! 


This is a service our men 
appreciate these days. 


If it appeals to you, write 


HOME OFFICE 
DES MOINES «@-tT Bide.) IOWA 


TERRITORY 


IOWA SOUTH DAKOTA 


they may be, as one may see who reads 
the daily papers. 

“One of the late victms was ex-Gov- 
ernor Frank Hanley of Indiana. He 
and two friends were killed by a trolley 
car which struck their automobile at a 
grade crossing the other day. 

“At least 6,800,804 persons, men and 
women, own and drive motor cars to- 
day. Think of it. What an army of 
prospects in that one field alone. They 
should have plenty of protection. They 
can well afford to pay for it. The 





owner of a pleasure car nowadays needs 
to be, and is, pretty well fixed in money 
matters. He certainly has money 
enough to pay for self-protection. 
When he buys a car he usually thinks 
of applying at once for liability insur- 
ance. He reasons that should he by 
accident kill or maim some other per- 
son he wants a liability company to do 
the settling. Certainly the pleasure 
driver who carries liability insurance to 
protect the other fellow’s family will 
insure his own life to protect his own 
family if you thoroughly post him.” 





PURPOSE NEEDED, THEN ENTHUSIASM 








E. E. Jewett Regards Them as the Two Fundamental 
Principles of Attaining a Successful Career 








cent convention of the North- 
western National Life, said that 
in every field of human endeavor where 
things worth while are sought, there are 
at least two fundamental principles 
that must be observed if one would at- 
tain to a successful career. First, a 
clear-cut, definite purpose, rising lus- 
trous and alluring before heart and 
mind; and second, a passionate enthu- 
siasm which burns up in its white light 
all lesser ambitions, and which counts 
no cost too great or no sacrifice too 
awful if the goal can but be attained. 
“In my opinion,” he said, “there is 
no line of work where these principles 
more completely apply than in writing 
life insurance.” Taking up these points 
in order, Mr. Jewett said: ~ 


First: A Definite Purpose 


“A Chinaman was once seen hacking 
on a log and upon being asked what he 
was making, he replied: ‘Me don’t 
know; maybe bedstead, maybe a god.’ 
I am wondering whether our work as 
life insurance writers is not oftentimes 
as much without definite purpose as 
was the hacking of this Chinaman. I 
am quite sure some of us, if at the end 
of a day we would chart our course, 
would find it to have been much of a 
zigzag order without definite goal and 
purpose. We would find that during 
the day we had done much aimless 
wandering, hoping that in some mys- 
terious way, we might run across a 
prospect and succeed in an equally mys- 
terious way in getting his signature on 
the dotted line. A definite purpose is 
not all that is required in a successful 
career, but it is surely of primary im- 
portance. How often we find men hav- 
ing tremendous abilities and powers of 
achievement from whom we might ex- 
pect great things, but we are disap- 
pointed because they flounder around 
without a definite aim. They seem to 
have all of the talents except possibly 
the talent of constructively using their 
talents. On the other hand, we often- 
times observe men of seemingly very 
little natural ability and meager equip- 
ment forging way ahead because they 
are backing up what little they have 
with a tremendous purpose and a de- 
termination to use to the limit that 
which they possess, however small it 
may be. 

Second: A Passionate Enthusiasm 


“A definite purpose is not enough. 
There must be a willingness to pay the 
price of achievement; without this 
willingness a purpose is of no value. 
Many of us have great purposes, but 
are unwilling to pay the price. Our 
wishes and desires are almost without 
limit, but our willingness to work to- 
ward them wholeheartedly and enthu- | 
siastically is often found wanting. En- 
shusiasm is not mere commotion or 
action. It is rather an inner attitude of 
eagerness and desire to be constantly 
on the job, exerting our limit in ability 
to achieve our purpose. One of the 


E. E. JEWETT, speaking at the re- 
. 


best illustrations of enthusiasm I know 

















insurance writers is the example of | 
Gideon in his conquest of the Midian- | 
ites. Gideon had an army of 32,000. | 
Appearing before them he said in sub- | 
stance: ‘AIl of you who are afraid of | 
the enemy or in any way timid, may 
go back home.’ Thereupon 22,000 of 
them went home. Of the remaining 
10,000 it was found that 9,700, while not 
afraid of the enemy or in any way 
cowardly, were indifferent in the mat- 
ter of meeting them, and because of this 
indifference he could not use them. 
There remained 300 who were not only 
not afraid, but who were eager to get 
at the enemy. With these 300, who 
were electrified and made dynamic 
through a passionate desire, Gideon 
scattered the host of Midianites. 
No Room for the Timid 


“With this illustration before us, let 
us analyze our feelings, as we enter 
upon our task. Are we timid and 
afraid? If so, there is little or no room 
for us in the work of writing life in- 





surance. Are we indifferent? Then 
there is nothing for us in the work be- 
yond the bread and butter line. Are we 
eager and anxious to throw ourselves 
into the work unreservedly? If so, the 
results of our efforts will be almost 
without limit. One of the most im- 
portant factors in one’s success is his 
love for his work. It is the driving 
and compelling force that spurs him 
on. If as life insurance men we are 
urged on only by the necessity of mak- 
ing a living, we are not at our best. 
We must, in addition to this, love our 
work. The man who is engaged in a 
business that does not engage his heart 
will soon have no business in which to 
be engaged. Listlessness cannot stand 
in competition with the enthusiasm of 
heart force. Under no circumstances 
must we allow ourselves to enter upon 
our work as a drudge, for if we work 
in this spirit we are severely handi- 
capped. Let us then ask ourselves this 
question: |Do we regard our work as 
a disagreeable task, or do we consider 
it a real delight? Do we enter upon 
our work in the morning with a feel- 
ing of ‘must I do this’ and a desire to 
turn aside from it? Or are we pleased 
that there is another day before us to 
do ‘our best at a work that is wonder- 
fully worth while, remembering that 
the greatest prize life offers is a chance 
to work hard at work worth doing. 


Two Things to Guard Against 


“There are two things which a life 
insurance agent must constantly guard 
against—laziness and divided attention. 
There is no room for either of these in 
the work of the one who loves his work. 
He will work hard and concentrate. 
If there are any here who would rather 
be doing something else than writing 
life insurance, then I would suggest 
that at the earliest possible moment 
you make a change and get into the 
work you would like better. You sim- 
ply cannot do your best unless you 
look upon your work as the thing you 








of and which splendidly applies to life 





poration. 


premium. 


organization. 


will be a still better one. 





Everything Is Guaranteed 
Nothing Is Estimated 


Agents selling life insurance find it of distinct ad- 
vantage these days to sell policies that carry absolute 
promises backed by the legal guarantee of the cor- 


The Indiana National Life 


Insurance Company 
Indianapolis, Ind. 


sells only tonparticipating insurance. 
insurance with no frills or fancy adornments. It is the stuff 
that appeals to the people who want every possible dollar 
of protection they can buy for every dollar deposited as 


Our 1920 program is a progressive one that contemplates 
a vigorous and systematic campaign for business. 


We have the policies and the agency contracts. 
We have the home office equipment and territory. 


We now need the men to carry the Indiana National ban- 
ner into new strongholds backed solidly by the whole 


Last year was a banner year in life insurance. 
Address C. D. RENICK, President 
INDIANAPOLIS 


Open Territory for Illinois, Indiana and Michigan, with 
contracts that will interest you 


It is bed rock life 


This year 
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would rather be doing than anything 
else in the world. One of our most 
practical tasks is to keep up an un- 
bounding enthusiasm. When our work 
palls, it is poorly done. When we 
lose our zest for a cause we become 
dull advocates. Our work must ever 
give to us the thrill of an absorbing in- 
terest, and as we work it must be with 
the conviction that it is tremendously 
worth while. Remember, however, that 
a conviction is not a mere mental con- 
clusion as to the value of our work. It 
goes deeper. It convinces the reason, 
determines the will, fires the heart and 
grips the soul. You no doubt have ob- 
served that all who have reached high 
heights in the constructive work of the 
world have been those of tremendous 
conviction. They have not possessed 
their thoughts so much as they have 
been possessed by them and have been 
forced out into the area to battle. 


Success Determined from Within 


“There is a disposition on the part 
of most men to depend too much upon 
outside conditions. Some years ago the 
great commercial agency of R. G. Dun 
& Co. made the statement that of com- 
mercial failures four-fifths were due to 
inside conditions over which the pro- 
prietors should and could have had 
control and one-fifth due to outside 
conditions over which the proprietors 
could not have been expected to have 
had control. In other words, success 
or failure is determined by conditions 
within, as against conditions outside, 
as is the ratio of 4 to 1. We are prone 
to blame conditious outside. But let us 
believe that if we fail we are to blame, 
and largely because we have not entered 
upon our work with eagerness and 
enthusiasm.” 


How a Life Agent Used 
His Wits to Advantage 


NE of the members of the $200,000 

Club of the New York Life tells 
of an experience of his in dealing with 
a wealthy man 45 years and unmarried, 
who declared that he would not take 
out any more insurance. The agent re- 
ceived word from him the other day 
that he wanted to see him about some 
of his maturing policies and ask his 
advice as to what to do. The agent 
found that the policyholder had senti- 
mental ideas regarding the funds he 
had accumulated. The agent suggested 
that the proper plan would be to take 
out $100,000 insurance in policies of 
$1,000 each for the purpose of leaving 
them as different charitable bequests. 
The agent was successful in clinching 
the bargain and the policies were de- 
livered, payable to the estate. 

The intention of the policyholder 
later on was to name a charitable in- 
stitution or beneficiary in each case. He 
changed his mind, however, and decided 
to leave the entire $100,000 to his em- 
ployes on the basis of $1,000 to each 
worker for each year’s service over ten. 
In case there Wis not sufficient funds 
under this $100,000, the bequest was 
to be prorated. The agent said that 
the plan met the wishes of a person 
of a charitable turn of mind who 
wanted to reward those who had been 
faithful to him. 


It isn’t what a man is going to do that 
adds to his bank balance. 





A Penn Mutual Premium, less a Penn Mu- 
tual Dividend, purchasing a Penn Mutual 
Policy, containing Penn Mutual Values, 
makes an Insurance Proposition which in the 
sum of all its Benefits, is unsurpassed for net 
low cost and care of i of all b 


The Penn Mutual 
Life Insurance Company 


of Philadelphia 


On January 1, 1909, Rates Were Reduced 
and Values Increased to Full 3% Reserve. 




















George Washington Life Insurance Company 


Our 20 Pay Endowments at Ages 60, 65, 70 and 75, and our Monthly 
Income Coupon Bond Policies are growing in popularity. We are 
also writing all standard forms at low premium rates. A few attract- 
ive Agency openings are now available in the state of Ohio. For 
particulars address 


Cc. B. BEAUMONT, State Manager, 2205 E. 83rd St., Cleveland, Ohio 














The Companies That Stay Are the Companies That Pay 


When a company has proven its staying qualities, as the Western Reserve Life 
Insurance Company of Muncie, Ind., has, the agent who desires to be a general 
agent can think favorably of that institution. Permanent success can only be at- 
tained through a permanent connection. The companies that stay are the com- 
panies that pay the representative in the long run. 


WESTERN RESERVE LIFE INSURANCE CoO. 


J. H. Leffler, Acting President John W. Dragoo, Secretary Harry H. Orr, General Counsel 
MUNCIE, INDIANA 








THE DETROIT LIFE INSURANCE COMPANY 


AGAIN NUMBERED AMONG MICHIGAN’S LEADING COMPANIES 


New Insurance Paid for During the First Seven Months of 1920... ..... 2.0.6... cece eee ence eee eenenens $ 4,452,000.00 
Emouramce te Foren Sully Si, BBGD. .....cccscccccccvccccecscccsscccecccccccccsseccssccecsesceececcecssoeseees 20,102,000.08 
Alentited) Acnots Sally Bh, THAD. occ cccccccccccccscccccccvcceccocnccscnnvescccsseccssoncosseseeeconscccecses 1,550,481.00 


The above record was accomplished through the efforts of an efficient and capable Agency Organization. 
UNUSUAL OPPORTUNITIES IN MICHIGAN FOR THE WIDE-AWAKE SALESMAN 
Now is the time to join the Agency Force of a well-established and rapidly-growing organization. 
THE DETROIT LIFE, “The Company of Service’”—SERVICE established both for the good of Policyholders and Agents. 
We are at your service if you wish to join our ranks. We have some very attractive Aqeuey propositions to offer to energetic 
men who wish to add materially to their incomes. Why not get in touch with us, consider the proposition, and then decide? 
Write direct to 
THE DETROIT LIFE INSURANCE COMPANY, 
Home Office: Blessed Building, Detroit, Michigan. 


M. E. O’Brien, President 
James D. Baty, Sec. & Treas. 








CONTINENTAL LIFE INSURANCE COMPANY 


Assets, $3,566,304.16 Insurance in Force, $32,000,000.00 


Our Policy Forms Contain the Following Provisions: Double Indemnity for acci- 
dental death, Total and permanent disability benefits, Partial disability benefits, 
Surgical operation benefits, Annual dividends, Optional methods of settlement, Pre- 
mium loans, Cash loans, Extended insurance, Paid up insurance, Cash surrender values, 
Insurance to cover policy loans, Installments certain-Participating, Installments 
continuous-Participating. 

Very Attractive Agency Contracts to Reliable Men 


JOHN W. COOPER, President Kansas City, Missouri 











WANTED 
MANAGERS FOR IMPORTANT DISTRICTS IN OHIO — INDIANA — ILLINOIS — MICHIGAN 
Guaranteed Low Cost Policies. As Good as We Can Make Them. 


Any one of the above is an absolutely first class opportunity. If your record is clean and you can 
furnish evidence of your ability as a Personal Producer, your application will be considered. 


SECURITY LIFE INSURANCE COMPANY OF AMERICA 
The Rookery, Chicago 


O. W. JOHNSON, President S. W. GOSS, Vice-Pres. and Agency Mer. 














DESIRABLE TERRITORY 
FOR ALERT AGENTS 


Always ready to negotiate with 
men who can establish their 
capacity to pay for a reasonable 
net premium reserve basis. Insurance in volume of New Insurance 
force over $173,090,000. Faithfully serving regularly—good business placers 
insurers since 1878. steadily needed. 


A few agency openings for the right men. e 
Union Mutual Life Insurance Co. 
THE FIDELITY MUTUALLIFE ee 


INSURANCE COMPANY 
WALTER LE MAR TALBOT, Pres. PHILADELPHIA Address: Albert E. Awde, Supt. of Agencies 


37,005 PEOPLE 


wrote to us last year and asked for an illus. 
tration of our “Income for Life” at their age. 
This valuable lead service explains why our 
1919 business showed a gain of 8! per cent. 


The Fidelity operates in 40 states. Full level 


FEDERAL UNION LIFE 


Insurance Company 
Cincinnati, Ohio 
has just issued a very interesting booklet 
“Suggestions for Increasing 
Your Income” 


and would be pleased to send a copy to every 
Life, Fire and Accident Agent in 


Ohio, Illinois and Kentucky 
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| Motel la Salle 7 


—”  Chicago’s Finest Hotel ~~ 
Hotel La Salle has won this 


title with an experienced and 
critical public because of its 
happy blend of old and 
new ideals. 


Hotel La Salle 


answers every modern demand 
in equipment, cuisine and ser- 
vice with nothing lost of old 
fashioned hospitality and home- 
like comfort. 


















































RARE OPPORTUNITY 


GENERAL AGENT 


FOR THE 
STATE OF KANSAS 


A splendid direct Home Office Contract under which a profitable and 
permanent business can be established, is waiting for the right man. 


THE COMPANY NOW HAS MORE THAN $68,000,000 OF INSURANCE IN FORCE 


The Minnesota Mutual Life Insurance Co. 


ST. PAUL MINNESOTA 








Ouro National Lire Insurance Co. 


CINCINNATI, O. 
OW is the Golden Day of Life Insurance. It is 
the best time to get connected with a solid com- 

pany and build a foundation for the future. . Good 
business was never so easy to get. People believe in 
and are buying life insurance. 
The Ohio National pays agents well for their work and 
backs them with all its power and facilities. 
Territory open in Ohio, West Virginia and Kentucky, 

Tennessee, Michigan, Nebraska and Kansas. 


A. BETTINGER T. W. APPLEBY 
President Secretary and Agency Manager 








Are You Permanently Established? 


Write for Territory 
Pennsylvania—Ohio— West Virginia 


PHILADELPHIA LIFE INSURANCE CO. 
PHILADELPHIA 











ERVICE income will be limited only +by your activities 
A REAL PROPOSITION FOR A REAL MAN 


FEDERAL CASUALTY COMPANY, miaiicin 


Cash Capital, $200,000.00 V. D. CLIFF, President 


oe Success is OUR We have a contract forlyou under which your 
¢ 




















BY R. W. STEVENS 


WHAT ARE YOU WORTH TO YOURSELF 


Cash Value of Insurance Interview to the Life Agent 





Vice-President Illinois Life 


OR the reason that the insurance | the value of his time employed in his 


FF satesman is the sole beneficiary and 

employer of his own time, talents 
and abilities, the income that he earns 
is entirely dependent upon how much 
he is worth to himself in his occupa- 
tion. 

There are very few men in the em- 
ploy of others who will not admit, 
modestly perhaps, that their services 
are worth more than the pay checks 
indicate and in many cases they are 
right, provided they are well equipped 
for self-management and have the 
nerve to strike out and keep going for 
themselves. 

* * * 

The besetting sin of the life insur- 
ance salesman is that he fails to do 
his work and employ his time on any 
well ordered plan, and since the sell- 
ing of life insurance policies is a busi- 
ness just as much as the running of 
a store or bank the insurance agent 
who conducts his agency on the hap- 
hazard _ hit-or-miss work-when-I-fec!- 
like-it plan makes just about the same 
success of his agency as the merchant 
or banker would make following the 
same methods. 


It is a demonstrable fact that in 


the case of each man selling life insur- 
ance each call and each insurance in- 
terview has a reasonably constant cash 
value. In the case of some men the 
value of each call is as high as $10 
and for others as low as 50 cents, and 
the value of interviews varies from 
$25 to $1, these values, of course, being 
primarily determined by the efficiency 
of the salesman. 
* . 

Every man selling life insurance 

should have some concrete idea as to 





occupation and it is a very easy mat- 
ter to figure out for yourself how much 
each insurance call and each insur- 
ance interview is worth to you. The 
way to do it is to keep an accurate 


record of your daily interviews and 


calls over a period of time to give you 
a fair average of their individual value. 

The advantage to you of knowing to 
a reasonable certainty just how much 
each call and each interview is worth is 
that you may get a standard by which 
you can determine how much you are 
earning each day that you work. 

* * * 


If you knew to a certainty that each 
call that you made was worth 50 cents 
to you it is then for you to determine 
whether you shall be earning money 
at the rate of 50 cents a day or $10 a 
day, and if you decide that 50 cents a 
day is reasonably good pay for your 
services to yourself then at the close 
of each day on which you have made 
one single insurance call you can go 
home enjoying the satisfaction that 
comes from a day’s work well done 
since you will know that you have 
earned during that day the wages which 
you as the employer of yourself have 
decreed as being fair compensation for 
your time, energies and abilities. 

You should by all means find out 
just how much you are worth to your- 
self as a life insurance salesman day 
in and day out and having discovered 
your value it is then up to you to drive 
the human machine over which you 
have the sole and absolute control at 
an earning capacity of 50 cents a day 
or $50 a day, just according as you feel 
that the machine should be driven for 
pront. 











N agency superintendent of one 
A of the big life companies said 

regarding new agents the other 
day, “One of our general agents told 
me a short time ago that when he 
finds a salaried man making $200 or 
$250 or more a month, he does not 
encourage him to go into life insur- 
ance business. He said that such a 
man is liable to be discouraged with 
his first life insurance experiences. He 
will miss the steady comfortable in- 
come, come quickly to the conclusion 
that life insurance offers very little 
financially, and drop out before he has 
given the business a thorough trial. 
The low salaried man has everything 
to gain and nothing to lose and hence, 
our general agent argued, he is the 
man to seek as agency material. I 
tried to convince our general agent 
that his attitude was wrong, and when 
I found I could not change his atti- 
tude, I asked for his resignation. He 
had no real vision of the life insur- 
ance business, or he could not have 
persisted in his contention that high 
salaried men are to be avoided as life 
insurance agents. 

* 





If a man earns $5,000 or $10,000 a 
year, he is a good man. He has proven 
his worth. He has initiative and abil- 
ity. He is able to do things. He is 
resourceful and energetic, or the com- 
pany employing him could not afford 
to pay him a good salary. The life 
insurance business is full of real op- 
portunities for men of this kind. There 
are too many peddlers and door open- 
ers in the business. What we need is 
more first rate, A-1, 100 percent sales- 
men. We need big men who can call 
on big men. The man earning $100 


or $125 or $150 a month is a long time 
developing into a good life insurance 
agent. Such a man has probably been 





dubbing along at some mediocre job 
or other, that did not require very 
much initiative. Men of this kind have 
not learned to think and act for them- 
selves. They are accustomed to work- 
ing under close supervision, and when 
they are thrust out on the street and 
told to sell life insurance, they are 
at sea. It takes them months to learn 
to hoe their own row and execute them- 
selves without outside assistance. In 
the great majority of cases, they do 
not develop into first class salesmen 
or stay in the business because they 
have not the qualities that make real 
life insurance men. 
7 . * 


_ A man that is earning a big salary 
in any other line of business, almost 
irrespective of what he has been do- 
ing, can make a good living in the life 
insurance business, and if he works 
and applies himself to the job, can 
earn more in the life insurance busi- 
ness than he ever earned at his old 
position. The same amount of energy 
applied to life insurance salesmanship 
will invariably bring greater financial 
rewards. I have no fear of contract- 
ing with a high salaried man. I never 
doubt his ability to make big money 
in our work if he will make an honest 
effort to master the fundamentels of 
the business. The man with real abil- 
ity who has proven his worth in some 
other line of business cannot help get 
ting to the front in life insurance if 
he makes half an effort. We are seek- 
ing men of that kind and so is every 
other company that is trying to build 
up its agency force on the right basis 


The man that is depending upon his 
past accomplishments for success is 
more than half buried. Success is based 
on present achievement. 
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Insurance Interests Should 


Co-operate on Legislation 
BY H. W. JOHNSON 


Judge H. W. Johnson is president of the American Life Convention 


and president of the Central Life of Ottawa, IIl. 


In his address on 


“Some Phases of Life Insurance and Kindred Organizations,” he stressed 


especially the necessity for cooperation on the 


rt of all insurance 


interests. The address was given at the Health and Accident Conference. 


of the social and economic affairs 

of the world so great a need for 
cooperation as there is today. The 
present unrest will never be settled 
aright until the. spirit of cooperation 
becomes a settled policy in the affairs 
of men. This applies to not only life 
companies and their kindred organiza- 
tions, but to all diversitied interests in 
the economy of human affairs. All in- 
surance activities should cooperate for 
the purpose of giving to the insured the 
best of which each organization is 
capable. 


Tor the never was in the history 


E are all especially interested in 

the matter of legislation, both in 
the state and in the nation. During 
the past year comparatively few state 
legislatures have met. Regular sessions 
were held in only eleven states, and 
special sessions were held in a few 
states, usually called for some particu- 
lar purpose. 

Very little adverse legislation was 
had materially affecting the various in- 
surance activities. We are all particu- 
larly interested in the question of taxa- 
tion. With the exception of a compara- 
tively small increase in Louisiana and 
some additions to the taxes in Virginia 
and a change in Mississippi increasing 
the taxes there slightly, there have been 
no enactments increasing taxes, and it 
is contended that such slight increases 
in the states mentioned do not appear 
to be unreasonable at the present time. 


HE necessity for keeping in touch 

with legislation affecting the busi- 
ness of insurance is of growing impor- 
tance. The question of taxation is one 
of particular significance. - 

The outstanding policy contracts 
were never intended to bear the burdens 
now imposed upon them. Such imposi- 
tion has been made without warrant, 
and, in fact, without conscience, hav- 
ing no regard for the beneficiaries 
named in these contracts. Much of the 
unwarranted legislation is due to ignor- 
ance and prejudice on the part of legis- 
lative bodies and executive officers, and 
until the public is properly educated 
as to the beneficent purposes of insur- 
ance this thing will continue. 

The imposition of the 80 cents per 
thousand tax may have been excusable 
as a war measure, but its continuance 
in times of peace is iniquitous and 
cannot be defended. 


S a medium of educating the pub- 

lic the establishment of a bureau 
has been suggested by some. It is pos- 
sible that this method would be effec- 
tive. In any event, the public cannot 
be made to understand the full value 
and purpose of insurance of every kind 
and character without the same is 
brought home to them by all insurance 
organizations cooperating in placing 
the useful purposes of insurance prop- 
erly before them. 

It is urged by some that it is the 
function of the officers of the conven- 
tion, which I have the honor to tem- 
porarily represent, to prevent adverse 
legislation wherever it may be, and to 
promote and bring about needed legis- 
lation. This, it seems to me, without 
proper preliminary education and co- 
operation on the part of the public, is a 
most shortsighted view of the situa- 
tion. No one has less influence with 
local legislative bodies than the repre- 
sentative of any large business corpora- 
tion, and the first thing that suggests it- 
self to such a local legislative body is 





one of self-interest and personal bene- 
fit on the part of any such representa- 
tive deemed to be foreign to them. 


T seems to me that the basis upon 

which to found an appeal for 
remedial and preventative legislation 
must rest upon local conditions, urged 
by local interests, supported by public 
opinion, 

When such a_ condition prevails 
then the officers of any given organiza- 
tion, or its representative, will be per- 
mitted, in fact, invited by local interests, 
to submit facts pertinent to the matter 
under consideration. The _ public 
should be made to thoroughly under- 
stand that the business of insurance is 
not now one of pecuniary profit as a 
first consideration. It is a business the 
purpose of which is most beneficent. 

The various insurance activities have 
been getting closer together, and un- 
derstand each other better, and are be- 
ginning to realize that the business is 
not one of competition, but rather of co- 
operation, 


A= now the large companies of the 
east, forming the Association of 
Life Insurance Presidents and the mem- 
bership of the American Life Conven- 
tion, comprising about 130 life com- 
panies, are standing shoulder to shoul- 
der, striving for all that is best in the 
business of insurance, and with the life 
companies united and all other insur- 
ance activities, including your splen- 
did organization, cooperating, a cam- 
paign can be undertaken and continued 
that shall ultimately place the public in 
possession of such information as shall 
make it possible to protect the business 
of insurance from being unduly 
menaced by hurtful legislation both in 
the state and in the nation. 

A great majority of public officials 
desire to do the right at all times as 
they see the right, and others are made 
to do the right by the powerful weapon 
of public opinion. For the purpose of 
creating such an opinion the truth with 
reference to the great institution of in- 
surance must be brought home to the 
people generally. 


NOTE of warning has repeatedly 

been sounded as to what is es- 
teemed by many to be overproduction 
on the part of insurance companies, but 
it should be remembered that the 
farmer by intense cultivation of the 
field has made “two stalks of grain 
grow where one grew before.” There 
is a greater demand for insurance than 
ever, because its need, use and purpose 
is better understood, and as the com- 
modity prices are being advanced the 
size of the policy is being correspond- 
ingly increased. 

It would seem that there is no cause 
for alarm so long as the business is 
placed on the books at proper cost, 
without mortgaging anticipated income, 
and having regard to investments of its 
funds, that shall at all times be 100 
percent good. 

It is interesting to note that the in- 
surance written the first six months of 
the present year as compared with the 
pn a ey | six months of last year 
exceeds the former period by substan- 
tially 45 percent. 

It is thought that the peak has been 
reached in commodity prices, and that 
a gradual reduction may be expected. 
If so, we have reason to believe that the 
downward trend in prices, the defla- 
tion of credit and the consequent in- 





Central States 


Life Insurance Company 
St. Louis, Mo. 





Insurance in force - - $53,000,000.00 





JAMES A. McVOY 
Vice-President and General Manager 














“SAFE AS A GOVERNMENT BOND’ 


©) The OHIO STATE LIFE 


LIFE. HEALTH, ACCIDENT ~° MONTHLY INCOME INSURANCE. 


LATEST POLICIES AND AGENCY CONTRACT Sati a7ines 
Aenings OHIO. IND.. KY. MICH. and W VA Write Columbus 











WANTED 


A General Agent for Cincinnati 
By 
THE MIDLAND MUTUAL LIFE INSURANCE COMPANY 
of Columbus, Ohio 


Look up the record of this Company, then write the 
Secretary for particulars. Here’s a life-time opportunity 
for the qualified man willing to work. 


‘The Masonic Mutual Life Association 


Of the District of Columbia 
Chartered by Special Act of Congress, March 3, 1869 
The Security of the Old Line 
The Economy of the Fraternal 


Select work, with big returns to high class representatives. For terms 
ani territory, write to 


WM. MONTGOMERY, President and Gen. Mgr. 
New Masonic Temple Washington, D. C. 
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‘‘The Capitol Life Insurance Company desires to obtain the 
services of good, reliable agents in all unoccupied territory. 
Please address the company for further information.’ 


The Capitol Life Insurance Co. of Colorado 
Thomas F. Daly, President 


Denver, Colorado 








F. J. Uehling, Secretary 
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insuaance COMPANY 





The Giant of the West 











Southland Life Insurance Co. 


DALLAS, TEXAS 
The Progressive Company of {he South 


HARRY L. SEAY, President 
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creased power of the dollar will neces- 
sarily affect the volume of insurance to 
be written. 

By referring to the increased power 
of the dollar it is not intended to con- 
vey the meaning that we have a cheap 
dollar. It is worth 100 cents, but it 
simply does not buy as much of the 


commodities of today as it did prior to 
the world war. 


TT future, however, seems promis- 
ing regardless of continuing read- 
justments. By keeping our feet on the 
ground and our heads below the clouds, 
observing wisely sane business meth- 





CLAIMS PAID “ON SIGHT.” 
PERMANENT DISABILITY BENEFIT. 
eer tty PRACTICA 

DISABILIT AND OTHER CASH 


THIS IS MORE THAN PAID BY ANY 


transacting Industrial Insurance. 
PROGRESS FOR 1919 


Gain in ASsets......ccccecerccees 70 percent 
Gain in Income.........+...seeee+ 30 percent 
Gain in Insurance............++- 18 percent 


are making big money. 


431 SO. DEARBORN STREET 


Globe Mutual Life Insurance Company of Chicago 
Claims Paid by Telegraph 
Claims Paid by Telephone 
Claims Paid by Special Delivery 


BY CHECK DIRECT TO THE BENEFICIARY. 
CLAIMS PAID FOR DEATH AND TOTAL AND 


ALLY NO REJECT 
RESIDENTS. ‘OF CHICAGO AND WITHIN nL eieoes 


IN THE SAME TERRITORY. 


SUCH IS THE RECORD OF THE GLOBE MUTUAL LIFE INSURANCE COMPANY 
of Chicago, incorporated under the Illinois Insurance Laws, 1895, or twenty-five years 
old. The Globe is the oldest Life Insurance Institution of the State of Illinois 


ORDINARY AND INDUSTRIAL BRANCHES: Pushing agents wanted. Our agents 
We give them the best leads 


Apply T. F. BARRY, Sec. and Gen’! Manager and Founder 


RTY- 
INOIS LIFE INSURANCE COMPANY 


LAST FIVE YEARS 


Gain in Assets......sccccesecees percent 
Gain in Income.......seseerseees 190 percent 
Gain in Insurance.......+.ssse0+ 135 percent 


to work on in the world. 


PHONE HARRISON 199 








From May, 
millions Life Insurance. 
the leads. 


How? 


QUALITY INSURANCE—CHARACTER SALESMEN 
Wanted—Specialty Salesmen—Wanted 


Any Sure Enough Salesman, who has the proper Intestinal Equipment, who is 
“Four Square” and willing to work; can make not less $20,000.00 per year helping 
us to continue the breaking of all Life Insurance records. 

Great opportunity for the men who can qualify! ! 

1919 to May, 1920, Twelve months—one year—we wrote Ten 
Let us tell you. 
If you can qualify, write or wire. 


THE LIBERTY LIFE INSURANCE COMPANY OF KANSAS 
TOPEKA, KANSAS 


We have the plans; we furnish 


ods, there should be no cause for alarm. 
In fact, insurance will be a large fac- 
tor in the solution of present economic 
conditions, by reason of the large vol- 
ume of money it sends through the 
channels of trade; in helping to build 
homes, and the buying of farms. 


Fraternal in Trouble 

TOPEKA, KANS., Sept. 14.—The Ameri- 
can Insurance Union of Columbus, C., 
has been cited to appear, Sept. 16, before 
the Kansas insurance department to 
show cause why it should not be barred 
from this state. Officers of company are 
accused of offering to pay Walter Shaw, 
secretary, and R. C. Martin, vice-presi- 
dent of the Sons and Daughters of 
Justice, fees to make merger contract. 
Shaw was to receive $5,000 and Martin 
$300 to put the contract through. The 
Sons and Daughters of Justice is now in 
hands of receiver. 


Progress of Public Life 
The Public Life of Chicago now has 
over 1,700 stockholders in its home city, 
an increase of about 700 during the past 





three months. Alfred Clover, general 
manager, is conducting a school of in- 
struction at the home office every 
Wednesday evening for stockholders and 
agents, which is open to any person 
whether identified with the company or 
not. The balance sheet of the Public 
Life as of Aug. 31, shows assets $229,456 
and surplus of $113,764. 


Addition Progressing Rapidly 


Work on the new addition to the 
Western & Southern home office building 
at Cincinnati is progressing rapidly. The 
builders have laid their plans very care- 
fully as they wish to guard against mar- 
ring the architectural beauty of the 
main building. Because of this the new 
addition will be the same number of 
stories as the present building. It is 
expected that it will be completed about 
the first of the year in time for the next 
annual convention. 


George A. Martin, manager of the Life 
department of the Travelers in Cleve- 
land, C., has recently appointed D. A. 
Hallen, B. A. Graves and B. E. Barrett 
as special agents. 











Chicago office. 





cago Opportunity 


One of the best of the old time 
companies wants a first class man 
to take charge of well established 
High-grade, capable 
man can get a favorable contract. 


Address 23-R care The National Underwriter 








ures. 


generously given. 


One of the vital elements which makes your day 
profitable is a harmonious working arrangement with 
home office officials and a direct co-operative spirit 


The Close of the Day’s Work 


| ast you begin to figure up your earnings and 
recall the several reason for failures during the 
past year, you then more than any other time keenly 
realize the importance of a helpful constructive home 
office service that trains you to overcome such fail- 


All this and more we constantly strive to give our 
This coupled with good policy contracts 
and liberal commissions, is an incentive which should 
interest any ambitious agent who wishes to make 
the most of his salesmanship efforts. 


agents. 


We would like to hear from several 
good men for important field positions 


Inter-Southern Life Insurance Company 


JAMES R. DUFFIN, President LOUISVILLE, KENTUCKY 








Double Indemnity 


* 





BUILD YOUR OWN BUSINESS 


Under Our Direct General Agency Contract 


Our Policies Provide for 
Disability Benefits 
Reducing Premiums 
SEE THE NEW LOW RATES 





INSURANCE CO. 


66 BROADWAY 


ORGANIZED 1850 
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NEW YORK 
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MODERN BUSINESS GETTING METHODS 





Initiative An Important Factor in Life 
Salesman’s Success; No T'wo Prospects 


Can Be Sold Alike, L. C. Clarke Asserts 


NITIATIVE, in the opinion of Lee 

C. Clarke, general agent of the 

Reliance Life at Baltimore, is an im- 
portant factor in the success of a life 
insurance salesman. Mr. Clarke con- 
tends that no two men can be sold 
alike and that a life salesman must 
show initiative in picking out the pros- 
pect’s weak points and in thinking up 
irrefutable arguments. 

“I have no special method of sell- 
ing,” says Mr. Clarke. “I use differ- 
ent arguments all the time, picking 
them up from my previous sales.” 

Mr. Clarke, who specializes in 
straight life insurance, wrote a personal 
business of $700,000 last year. For the 
first six months of 1920 he passed that 
figure by $163,000 and expects to write 
over $2,500,000 personal business for 
this year. 

Getting at a Hard Prospect 


Very recently Mr. Clarke had a case 
that is very frequent to life men—a 
man who doesn’t carry insurance and 
who will not give any time to any 
insurance agents. The prospect in 
question is a big Baltimore business 
man who had been sought by prac- 





LEE C. CLARKE’S ADVICE 
TO AGENTS 


1. Make every policyholder a 
booster. 

2. Never knock another com- 

ny; always boost, for every 

ock is a boost for the other 
fellow anyway. 

3. Get the confidence of the 
man you are talking to. 

4. When you make an engage- 
ment, be prompt to the minute. 
Show the man that you are re- 
liable. 











tically every agent in the city. Not 
one was able to get into his office. 
Twice Mr. Clarke went up and sent in 
his business card. The word “insur- 
ance” on his card killed his chances 
of seeing the man. 

“I can’t do any more than get thrown 
out,” thought Clarke, “and if I do, I 
can have him arrested.” 


Buys Ten Minutes of Time 


So up he went again. However, this 
time he had a plan of action all mapped 
out. As he tells it: 

“I was determined to see him, no 
matter what happened. I knew that as 
long as I sent in my business card I 
would not be able to get an audience 
with him. So I thought up a scheme. 
I went up and sent in my private card. 
When questioned as to my business, I 
said that it was very important and 
private. Well, to make a long story 
short, I got into the office of this 
man—let us call him Mr. Blank. 

“Mr. Blank was hard at 
‘Can’t talk to you,’ he said. 

“‘Now look here, Mr. Blank,’ I said 
to him, ‘how much is your time worth?’ 

“Well,” he replied, ‘about a dollar 
a minute.’ 

“I pulled out a $10 bill and laid it 
on the table. ‘Mr. Blank,’ I told him, 
‘I want to buy ten minutes of your 
time.’ He listened. I told him that 
I had a wonderful proposition I wanted 
to show him. He countered by saying 
that he had all his money invested in 
stocks and his business. 

“‘All right, suppose you have,’ I 
told him. ‘Suppose when you are 50 


work. 





years old that your business slumps, 
the bottom drops out of your stocks 
and at that time you should happen to 
die. You will die owing money and, 
although today you are well off, you 
will leave your widow and children 
paupers. ow by taking insurance 
you will assure yourself that they will 
be taken care of after you are gone 
and you will know that that money can- 
not be touched to pay any of your 
debts.’ 

“‘T never thought of that,’ he said. 
He gave me a policy, it was small at 
first, but he increased it shortly after- 
wards.” 

Doesn’t State Business at Start 


That an insurance man should never 
state his business at the start, is a rule 
that Mr. Clarke not only believes in, 
but advises insurance agents to observe. 
As a rule, Clarke opens up by telling 
the prospect that he has a proposition 
he would like to show him. He in- 
quires the man’s age, whether he is 
married; if so, how many children he 
has. Then he tells him that he has 
the best thing the man has ever seen. 

“By depositing $160,” says Mr. 
Clarke, “you will assure yourself of 
$5,000 at the end of 30 years.” 

Mr. Clarke never uses the word paid. 
He contends that insurance is an in- 
vestment and that the prospect is made 
to feel that fact more when deposit 
is used instead of paid. 

Insurance and Bank Deposits 


Usually the prospect will reply that 
he has his money in the bank. “The 
bank pays 3% percent interest,” an- 
swers Clarke; “if you should die, your 
wife will get the money you put in 
plus the interest. Now, if you had in- 
vested that in life insurance, think of 
the amount she would get. For in- 
stance, if you deposit $50 in the bank 
today and you should die tomorrow, 
your widow will get only $50, while if 
you put that $50 for a life insurance 
policy and die the next day, your wife 
will get thousand dollars.” 

Or again, the prospect will counter 
by saying that he has all the insurance 
he can carry. : 

“And how do you know that?” queries 
Clarke. “If I were to tell you that 
you couldn’t save $2 a week besides 
paying for your present insurance, you 
would tell me I was crazy.” 


Sells on Individual Merits 


Clarke believes in selling his policy 
on his individual merits and not as the 
representative of so-and-so company. 
His cards do not carry the name of 
any company, but simply bear the word 
“insurance.” 

“The company doesn’t make any dif- 
ference,” says Clarke, “it’s the salesnian 
and the policy he has. If a man has a 
good policy, he should not have to lug 
in the imposing name of his company 
to sell it for him. I want to be known 
as Clarke, the insurance man, and not 
as the representative of the Reliance 
Life. I never mention the name of 
the company unless I am asked.” 

Mr. Clarke has gotten many pros- 
pects from his policyholders and even 
had one close a deal for him several 
weeks ago. In other words, Clarke be- 
lieves in making every policyholder a 
booster. 





A. S&S. Cartwright retires from the 
Cartwright-Barton Agency of the Minne- 
sota Mutual Life tn Wyoming. Lee H. 
Barton will hereafter be in charge, the 
agency being known as the L. H. Bar- 
ton Agency, having headquarters at 
Thermopolis, Wyo. 











SOME SELLING SUGGESTIONS 


———- FROM MUTUAL 





parts of aspiration and inspira- 

tion add double the quantity of 
perspiration. Faithful daily applica- 
tion will bring the exhilaration of suc- 
cess attained; but omit any one of 
three ingredients named, or fail to make 
due application of the combination, 
and the result will be simply exas- 
peration. 


Rivas, for Success—To equal 


* + * 


The Savings Bank.—The. savings 
bank gives back only what it receives, 
with interest added. It does not, can 
not, expand your uncompleted savings 
into an income for life. And that is 
what your-family will need. The few 
hundred savings bank dollars would 
soon be spent, and then—? Life in- 
surance saves, however, as well as 
gives lifelong protection. 

* * * 

“Jus’ Fine.”—We know a four-years- 
old boy who is a child of the sun. 
First thing in the morning, and any 
time in the day, ask, “How are you?” 
and he joyfully tosses back, “Jus’ fine!” 
Blueness and grouch cannot exist or 
survive in his contagious presence. 
Are you of the sun or of the cloud? 
Radiance is its own reward—“it blesses 


|} hands—without 





| time, 





A DOI cece 





no borrowing—no scrimping—no worry- 
ing—no uncertainty—no long period of 
nerve-wearing upset. Fill out the 
proofs—hurry them to the home office— 
and soon the draft is in the beneficiary's 
legal costs, without 
fees of any sort—without court action— 
direct from this office to her! Though 
you are rich in real and personal prop- 
erty, your bank balance might be small 
if you died suddenly or at the wrong 
Life insurance money is quick 
money—what she would be needing. Fix 
things so that she will have it if any- 
thing happens to you. Fill up this last 
gap in the defense with which you have 
Surrounded her and your children! 
7 . + 

Would You Trust It to Mary ?t— 
“Mary, here’s $10,000 I have just made 
from our investment. Please invest it 
for me, and be sure you make an abso- 
lutely safe investment, as it is all we 
have and probably we shall never again 
see such a sum, It's for our old age, and 
it we should lose it I don’t know what 
would become of us.” No, you wouldn't 
because Mary knows nothing about in- 
vestments. And yet the dead hand of 
many a man puts into a Mary's posses- 
sion a large sum of money, all there 
was to leave, all there was to stand be- 
tween her and misery, and lays upon her 


| the perilous burden of so investing it 


him that gives and him that takes.” | 


Try it—especially you who are bur- 
den-weary and apparently have little 
cause for smiling. Sunshine is death to 
many ills. 

* * * 

The One Clear Road—All around you 
are young men and women who are pre- 
paring themselves through study and 
self-denial to grasp the success which it 
is their ambition to achieve. They have 
rerceived that success is subject to law 
and must be bought with a price. The 
foolish too late awake to find life half 


that she and the children shall not want. 
Far too often, of course, Mary invests 
unwisely and the money vanishes and 


| she and her children do encounter hard- 


gone and its rewards beyond their reach. | 
| after the funeral,—just enough to pay 


The world was never so exacting as now, 
the competition never so keen, and only 
the mentally capable, 
the iron willed, the physically strong 
win the goal. 


the persistent, | 


Dreams, desires, purposes, | 


are deadened streets—action, immediate | 
and continuous action, is the one clear | 


road to success, 
. . . 

Our Country—America produces yearly 
1/5 of the world’s supply of gold; 2/5 
of the world’s supply of silver, iron and 
steel, lead; 3/5 of the world's supply of 
copper; 1/4 of the world’s supply of 
wheat; 3/4 of the world’s supply of corn; 
2/3 of the world’s supply of cotton and 
oil. 

These wondrously rich resources have 
made the United States the wealthiest 
and most powerful of all nations. As 
one result of this vast material wealth, 
American life insurance companies 
(legal reserve plan) have more insur- 


Ships and want. You are the financial 
provider—that’s your duty and your re- 
sponsibility. Give Mary an income, in- 
stead of a lump sum, and then you may 
rightfully requiescat in pace when you 
have passed through Peter’s gate—and 
Mary will never have occasion to say 
“I wish I were dead!” 
. . 7 

A Carleatare of Life Insurance—The 
representative who sees life insurance 
as only a little handful of ready money 


the doctor and the undertaker, and to 
pay the rent and buy groceries for two 
or three months,—misses entirely the 
function and capacity of life insurance 
in the lives of most of those with whom 
he deals. Not seeing the thing as it 
really is, he draws a stultifying cari- 
cature for his prospect's vision. The 
chief function of life insurance is to 
continue after the death of the insured, 


' as long as it is needed, so much of his 


ance in force than all other companies | 


in the world combined. 
. eo . 


Expand Your Conduit—It is a truism | 


that the applicant is no bigger than the 
agent. If the agent says $1,000, so does 
the applicant. And if the agent says 
$10,000, so does the applicant. The 
power is in you, but its volume is lim- 


ited by the conduit through which it | 
|} to do a real job of family protection. 


Your mind is its conduit. If it 
is a $10,000 mind, $10,000 power will 
irresistibly pour through it. But if it is 
a $1,000 mind, only $1,000 power will 
trickle through it. To expand it to a 
$10,000 mind—a life income mind,— 
force into it the earning power and in- 
eeme continuing vision of life insurance, 
and thus drive out of it the $1,000 mere 
misery-mitigating minimum. 
. . - 
Money — Sudden 


passes. 


Immediate 


| which 


death— | 


bills to pay-—current expenses—a few | 


dollars on hand—administrator — the 
law’s delays. Need of immediate money 
—borrowing—scrimping—worrying—un- 
certainty—a long period of nerve-wear- 
ing upset. Unnecessary! Life insurance 
provides immediate money—no waiting 
for an administrator—no legal delays— 


earning power as may be needed. If the 
insured can pay the necessary premium, 
this continuance of earning power may 
be assured to his family. A large pro- 
portion of insurers are able to pay the 
required premium. But they are not 
likely to use the fullest capacity of life 
insurance procurable by their purse un- 
less the agent pictures family income 
rather than a small block of quickly 
spent single sum insurance. If that is 
displayed to them they will see only the 
settlement of funeral expenses and the 
payment of family expenses for a few 
months or a year or two, and they will 
not surround their families with the 
complete encirclement of life insurance 
protection. And so let us see life insur- 
ance as it really is, see the family’s 
problem as it really is, and then with 
courage and enthusiasm persuade men 


7 > 

The Professional Man—Among other 
differences between a profession and a 
business is this: When a merchant or a 
manufacturer goes away he leaves that 
has a realizable cash value— 
either his sole ownership of the business 
or his interest in it. If he was the sole 
owner, then it may be carried on by his 
heirs or may be sold; if he was a part 
owner, his interest may be continued or 
may be sold. In either case an income 
is available for his family. But when 
the lawyer, physician, dentist, clergy- 
man, architect, civil engineer, professor, 
teacher, editor, or other professional 
man bids this world good night, usually 
he leaves a few books, or books and 


| instruments, with perhaps some bills re- 
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More Than Qne Million Policies Now In Force 


Only four other life insurance companies in America have more 





policy contracts in force than this Company. A study of the 
following growth in ten years is invited: 
Jan.1,1910 Jan.1,1915 Jan. 1, 1920 


Assets $ 4,867,379 $ 8,763,566 $ 18,682,446 
Policies in Force 342,972 551,969 1,058,956 
Insurance in Force 44,780,907 79,619,435 [91,495,761 


Attractive opportunities open to agents in Ohio, Indiina, Kentucky, 
West Virginia, Western Pennsylvania, Michigan, Illinols and Missouri. 


The Western and Southern Life Insurance Co. 
W. J. WILLIAMS, President CINCINNATI, OHIO 
Organized February 23, 1888 











THE GUARDIAN LIFE INSURANCE COMPANY 


OF AMERICA 


1860 “an anvemsary_ 1920 


The following figures show the growth of this Com- 
pany since the first policy was issued on July 16th, 1860: 
Surplus & Insurance 
Liabilities Div. Funds _ in Force 
10,000 
5,866,390 
13,701,958 
29,360,065 4,744,717 
53,133,246 5,082,283 179) 
Received from Policyholders..........sccesssccees $172,071,765 
Paid to Policyholders since organization. .$130,142,891 
Assets held as security for Policy- 
58,215,528 


holders 
188,358,419 








Assets 


eee eee eee eee eee eee eee eee eee) 


Net Gain to Policyholders after payment of all 
EERE EE $ 16,286,654 


NEW BUSINESS PAID FOR 1919..... $37,342,844 
A GROWING COMPANY FOR GROWING MEN 


For a direct Agency connection address 


T. LOUIS HANSEN, Vice-President and Agency Manager 
50 Union Square, New York City 








THE CRESCENT LIFE INSURANCE COMPANY. 
CAPITAL STOCK (FULLY PAID) $100,000. 


Owned and operated exclusively by Masons (only one of its kind in 
the world). 


COPYRIGHTED CONTRACTS. 


Only Masons need apply for Agencies. No advances. No first 
year premium notes. Cash Business. All Physicians must be Masons. 


M. E. Callane, Secretary. Bertram Day, President. 


FLETCHER-TRUST BUILDING - - INDIANAPOLIS 


= 
$50.00 A WEEK FOR LIFE 


while totally disabled from either injury or illness. $6,000.00 
fordeath by ordinary accident,$12,000.00 forTravel accident 


AND IT ONLY COSTS $56.00 PER YEAR 


Our top salesman made $12.000.00 last year. Does it in- 
————_——_——— terest you? If so write 


BUSINESS MEN’S ASSURANCE COMPANY 
W. T. GRANT, Vice-President. KANSAS CITY, MISSOURI 


State Mutual Life Assurance Company 


OF WORCESTER, MASSACHUSETTS 
Incorporated 1844 
1919—SEVENTY-FIFTH ANNIVERSARY YEAR 


For 75 —far | than the life—the ST, 
00 peat tt, ie a See Osa Seas MUTED te 























Additions are made to our agency force when the right men are found. 
STEPHEN IRELAND 
Superintendent of Agencies . 


B. H. WRIGHT D. W. CARTER 
President Secretary 


ceivable and possibly a good-will that 
has little money value. Death ends all, 
so far as the family’s income is con- 
cerned; and frequently, as you well 
know, old age, or earlier physical im- 
pairment, or mental exhaustion, ends his 
earning power and puts him and his 
family in a hard predicament, if he has 
no business, with marketable value, that 
he can sell at a profit and on whose pro- 
ceeds he can retire in comfort. 

There is no class by whom the help 
of life insurance is more urgently 
needed than by men in the professional 
ranks. And this help is available in a 
form suited to the need. What better 
than a life income?—payable yearly, 
half-yearly, quarterly, or monthly, be- 
ginning at the passing of the insured. 
The financial routine of the family thus 
continues without interruption, and 
safety is assured. 

But that is only a part of the story. 
For the professional man may provide 
for himself a life income, to begin on a 
specified date and to be payable for life 
to him and afterwards to be continued 
throughout the lifetime of his benefi- 
ciary. Also he may provide a life in- 
come for himself in case he becomes 
totally and permanently disabled, to be 
followed, after his death, by a life in- 
come to his beneficiary. Perfect family 
protection! 


Regulatory Measures 
For Life Companies 
Proposed in Kansas 


J. BRYDEN, actuary for the 

e Kansas insurance department, 1s 
preparing two important regulatory 
measures for life insurance companies 
and one for fraternal companies doing 
business in Kansas. They will be sub- 
mitted to the coming session of the 
legislature. The proposals are the out- 
growth of examinations of several com- 
panies during recent months where it 
was discovered that practices had 
grown up which apparently were not 
affording as full protection to the policy 
holder as should be given. 

One of the important proposed meas- 
ures relating to life insurance compan- 
ies would require that when stock com- 
panies write participating and non- 
participating insurance policies that 
they be required to maintain the ac- 
counts for each class and each policy 
separately. In an examination of some 
stock life companies this year it was 
found that there had been no segrega- 
tion of these accounts and it was im- 
possible to calculate the actual surplus 
or the actual liabilities on the two 
classes of policies without going 
through all of the books of the com- 
panies since they began business. 

Another provision would be to limit 
the expenditures of the premiums col- 
lected for the first year of the life of an 
insurance policy. Many companies cal- 
culate that the premium collected for 
the first year of a life policy is entirely 
used for expenses. It has been found 
that this calculation is based upon or- 
dinary or 20-pay life premiums. But 
the Kansas department claims that the 
companies in many instances, where 
they wrote endowment five, ten or 15- 
vear policies, have charged all of the 
premium for the first year to expenses. 
The proposal of Mr. Bryden is that 
when endowment or variable term 
policies are written that no greater ex- 
pense allowance, except the commis- 
sion of the agent, be allowed than is 
allowed upon an ordinary or 20-pay life 
policy. The department holds that if a 
company needs all of the premium of 
a 20-year life policy, say $30 a thousand, 
for expenses, an endowment policy 
costing $50 should not cost the addi- 
tional $20 for expenses. The com- 
panies will be required to deduct the 
commission and add the balance to the 
general fund. 

In regard to fraternals, Mr. Bryden 
proposes that the Mobile plan. should 
practically be adopted by law in Kan- 
sas. He would prohibit any fraternal 
order being organized in the state until 
it had adopted a thoroughly adequate 
schedule of rates. The same rule 




















of other states doing business in Kan- 
Sas. 


National Guardian Agency Meeting 


The tenth annual agency gathering 
of the National Guardian Life of Wis- 
consin was held at Madison, Sept. 8-9 
with an attendance of about 60 of the 
company’s field force. 

Enthusiasm for the work of the com- 
pany and for the workings of the new 
square deal contract under which all of 
the company’s agents now operate, 
were the keynotes of the convention. 

The greater part of the two days’ 
sessions was devoted to the presenta- 
tions of papers, experience meetings, 
and round table discussions by the 
agents themselves. Great interest was 
shown in and much benefit derived 
from these sessions. 

With $14,500,000 now in force and 
prospects of increasing this amount 
to $16,000,000 by the first of the year, 
the National Guardian Life is an ex- 
ample of a surprisingly healthy, grow- 
ing, young insurance company. The 
company was founded in 1910 and since 
the end of its first five years of ex- 
istence in 1915 has more than tripled 
the amount of insurance which it has 
in force. Geo. A. Boissard, the pres- 
ident, is the main factor in the com- 
pany. 


Benjamin L. Lewis, manager of the 
Connecticut General Life at Columbus, 
O., is on a three weeks’ vacation, during 
which he will attend the annual conven- 
tion of that company at Bretton Woods, 
N. H. Later he will attend the conven- 
tion of the National Association of Life 


Underwriters at Boston. 





POSITION WANTED — An experienced, energetic, 
itious Life Insurance man is open for a position as 
Manager or Field Organizer. 
Splendid personal producer and can build up a rapid 
of agents for a Company entering New York or 
— Jersey or the company wishing to increase their 
siness. 
Familiar with home and branch office duties. References. 
Address 20-0 care The National Underwriter. 








It does 3 things: 


@ Gives every Agent a Square 
al. 
@ Pays equal compensation for 
equal work. 
q Affords every Agent the 
same opportunity for ex- 
pansion and organization 


building. 


These are three things which 
most agency contracts do not do. 
Does yours? 


Ask about the Square Deal Contract 


Nat Hvnalye 
neurance Company, 


Madison, Wisconsin 











would be applicable to fraternal orders 


HOME LIFE 
INSURANCE CO. 


NEW YORK 


WM. R. MARSHALL, President 


The 60th Annual statement shows admitted 
Assets of 37,780,735 and the Insurance in Force 
$185,755,819—a gain for the year 1919 of over 
$27,000,000. The insurance effected during the 
year was over $40,000,000, or 63% more than in 
the previous year. The amount paid to policy~ 
holders during the year was over $4,388,000. 








W. A. R. BRUEHL & SONS 
Genera! Managers 
Central and Southern Ohie and Northern Kentucky 
Rooms 601-606 The Fourth Nat. Bank Bldg. 
CINCINNATI, OHIO 























